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Federal Amendments 
Become Canada’s Law 
As Parliament Ends 


Bill Proposes Changes in Investment 
Powers of Dominion and 


British Companies 
SEEN IN TUNE WITH TIMES 


Allows Insurance Entering Real 
Estate and Other Reliable 
Fields Producing Inco 


Ottawa, Canada, July 3—Before pro- 
roguing its recent session, the Domin- 
ion Parliament passed amendments to 
the Canadian Federal Insurance Laws 
which now become effective as of June 
30. Purpose of the bill, as respects 
Canadian companies, modifies in some 
respects and enlarges in others the 
investment powers of these companies. 

Spokesmen for the companies say 
that changes in investment powers are 
“necessary from time to time to keep 
pace with changing conditions and to 
allow insurance companies to enter 
new fields of investment that come into 
existence from time to time.” 

As respects British companies, chang- 
es are proposed in the list of assets 
that may be kept in Canada to cover 
their Canadian liabilities. Proposed 
amendments to the Foreign Insurance 
Companies Act are intended to make 
changes corresponding to those for 
British companies. 

It is also proposed to make a number 
of other amendments in both Acts 
dealing with a variety of matters where 
revisions are necessary either because 
of changing conditions or to clarify 
and rearrange existing requirements. 

Principal Changes 

Some of the principal changes pro- 
posed in the investment powers of 
Canadian insurance companies are as 
follows: 

1. Companies may now invest in 
bonds issued by certain public author- 
ities with power to provide and regu- 
late public facilities such as electricity, 
water and gas services, where the bonds 
are secured by revenue from the service 
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Estate Analysis 


Joseph F. O'Connor, member of our Frederick A. Schnell 


Agency, Los Angeles, giving his impressions of recent trends in 


selling, said: 


“The one selling idea that is particularly useful to me is the 
estate analysis approach with the use of the Estate Questionnaire. 
However, I have been using a mortgage and educational idea as 
a door-opener for an approach, then later getting into the estate 


analysis. 


“I have made, or made an effort to make, a shift in pros- 
pecting by attempting to reach the higher income people through 
referred leads, and most of all through Direct Mail. It is neces- 
sarily a slow process but an extremely profitable one. 


“I don’t find any obvious trend on the part of the public 
toward any particular type of selling or plan. There seems to be 
a bit more interest in Business Insurance and Mortgage Insurance 
than there was before, and, of course, in the higher income group 


a great deal of interest in the estate analysis.” 
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Will Discontinue 
Nursing Service 


Increasing Nursing Facilities in 
Recent Years Greatly Reduced 
Need by Policyholders 


TO END SERVICE BY 1953 


Established in 1909; Company to 
Continue Disease and Accident 
Prevention Work 
Life’s widely known 
visiting nurse service for Industrial 
policyholders established more than 
forty years ago will be discontinued 
gradually and definitely ended by 1953. 
In a statement by President Leroy A. 
Lincoln it was explained that due to 
the greatly expanded. use of the facil- 
ities of hospitals, the large growth in 
the number of agencies now providing 
bedside nursing on an increasing scale, 
and the resulting very considerable 
diminution in the requests from its 
policyholders for ‘its nursing sefvice, 
the company has decided to discontinue 
that service in its entirety not later 
than January 1, 1953. The announce- 
ment has been sent to the company’s 
field force, to the nursing associations 
affiliated throughout the United States 
and Canada in carrying on home visit- 
ing nurse service, and to its own visit- 

ing nurse staff. 
Will Continue Other Welfare Work 


In view of these developments and 
other conditions affecting requests for 
nursing service, Mr. Lincoln stated that 
the company had reached the conclu- 
sion that the use of its visiting nurse 
service is no longer sufficiently wide- 
spread to warrant its continuance in 
the light of the opportunity to serve 
the interests of all policyholders in 
other ways. Every effort will be made 
by the company to assist in the devel- 
opment through other instrumentalities 
of vigorous and permanent community 
nursing services, particularly of the 
voluntary type. 

Since 1909, Mr. Lincoln said, this 
nursing service has supplemented the 
contpany’s primary interest in the in- 
surance needs of wage earners and 
their families and its extensive pro- 
grams designed to improve public 
health and combat disease. The com- 
pany also had sponsored many demon- 
strations of the value of efforts to im- 
prove health and prevent accidents in 
the home and in industry. The com- 
pany will continue, through its health 
and welfare division, its traditional keen 
interest and activity in disease and 


(Continued on Page 6) 
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© Planned by the agents themselves, conducted 
by the agents themselves, attended at their own 
expense, these Annual Meetings are unique. 

A warm welcome, stimulating sessions, 
friendly social get-togethers, and delightful sum- 
mertime Milwaukee—all combine to make this 
the event of the year every year, for the agents of 
Northwestern Mutual. 

This year’s meeting will be the 70th. Its re- 

AN N AL ) FET] N G 0) F wards promise to be generous to the agents— 
new as well as experienced—who attend. The 

meeting is company-wide and for the benefit of 
all Northwestern Mutual agents without re- 


7 striction. All are eligible—and urged to come. 
1950 Officers of the Association of Agents: 
President, Charles R. Eckert; Vice President, 


C. A. Seys; Secy.-Treas., W. C. Hewitt. 
1950 Standing Committee: H. L. Cramer, 


ASS 0) ( | ATI 0 N 0 F AG ENTS Chairman; Dewey Edson, M. J. Koch, W. K. 
Pierce, E. B. Redfield, Jr. 
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Mutual Benefit Meeting At Atlantic City 


President Thompson Reviews Outlook 


Potential National Savings Can Maintain Expanding Insut- 
ance Purchases; Comments on Social Security and 
Congressional Inquiries 


Indications that a high level of busi- 
ness activity will be maintained with re- 
sulting large national savings for the 
people assure an expanding market for 
life insurance, John S. Thompson, presi- 
dent of Mutual Benefit Life of Newark 
told the leaders of that company’s field 
force meeting in Atlantic City last week. 


Mr. Thompson pointed out that the 
scale of business activity is rising slowly 
this year from the minimum reached 
in the last quarter of 1949 and that 
potential national savings, of all types, 
may this year reach $12 billion. The 
financial basis exists, therefore, for the 
maintenance of present lines of insur- 
ance protection and for their extension, 
if the producers can be led to appre- 
ciate the wisdom of that course, Mr. 
Thompson declared. 


Social Security 


Speaking of Congressional action to 
broaden Social Security benefits, which 
trend, he said, is “of profound signifi- 
cance to all of us,’ Mr. Thompson 
warned, “while some increase in the 
be.efits can be justified, we must 
deprecate the scales of increase indicated 
by the bills passed in both the Senate 
and the House. The more security the 
Government provides by law and regula- 
tion, the less opportunity will the in- 
dividual citizen have for the spending 
of his own money in producing the kind 
of security best adapted to his own cir- 
cumstances and the less incentive will he 
have for doing his own utmost in that 
direction.” 

Giving in to the “something for noth- 
ing” lure will dull or eliminate the 
American talent for self-sufficiency, 
genius for creating things for ourselves, 
sense of thrift and love of independence, 
said Mr. Thompson. 

Life insurance agents, he continued, 
are in the business of encouraging self- 
reliance in the field of personal protec- 
tion, but public response to an enter- 
prise such as life insurance must, in the 
nature of things, be voluntary. One of 
the most compelling of moral responsi- 
bilities, motivated not by any legal com- 
pulsion but by free will and man’s better 
nature, is that of a productive worker to 
his dependents and to his own future. 
The purchase of life insurance is an 
acknowledgment of the clear obligations 
existing in a large number of cases. Life 
insurance agents are the only individuals 
who are inducted, trained, supervised 
and paid to persuade men and women 
to meet such personal responsibilities. 

Congressional Inquiries 
_ Discussing the two inquiries into the 
life insurance business conducted by the 
Federal Government last year, Mr. 
Thompson said: “There are, as we see 
it, only two defenses to the obvious 
desire of some ‘reformers’ to see the 
life insurance business subjected to some 
kind of Federal supervision or control. 
One is a high standard of skill and 
economy in operation, whereby the life 
companies will be directed so soundly, 
so economically, and so successfully, and 
with such a deep sense of trusteeship, 
that the substitution of Federal for 
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state supervision, or, even worse, the 
imposition of the former upon the latter, 
will never be seriously considered; the 
other is the cultivation of favorable pub- 
lic relations between the managements 
and the policyholders, and between the 
managements and other sections of the 
public, so that, with over half of the 
population intimately interested in the 
welfare of the life insurance companies, 
no strongly adverse change in the 
character of our supervision can ever be 
promoted. The creation and maintenance 
of such sort of: public confidence is an 
endeavor in which all agents, general 
agents, employes and policyholders can 
participate.” 


The Nation’s Resources 


Discussing the nation’s resources Mr. 
Thompson said its gross product rose 
(Continued on Page 6) 


Fieldmen Point Up Selling Ideas 


More Interviews and More Lives; Can Programming Be Over- 
done? Educational, Mortgage and Juvenile Insurance; Busi- 
néss Insurance, Salary Savings, Disability Coverage 


More lives and ways to write them 
were discussed in talks by outstanding 
agents of Mutual Benefit Life at the 
Atlantic City meeting last week. 

After the meeting had been opened 
by Wallace H. King, Cincinnati, Tues- 
day’s chairman, General Agent Raleigh 
R. Stotz, CLU, Grand Rapids, discussed 
“Why More Lives,” declaring: “Success 
in the business of selling life insurance 
is as simple as consecutive weekly pro- 
duction. No man has ever failed in the 
life insurance business who could main- 
tain consecutive weekly production, re- 
gardless of the size of his cases. Many 
members of the Million Dollar Round 
Table sell better than 100 lives a year. 
One written case each week is a guaran- 
tee of success in this business.” 

Overdoing Programming 

Reviewing the patterns of selling in 
the life insurance business during the 
past 50 years, General Agent James S. 
Drewry, Cincinnati, in his talk on “Lives 
aid an Agency,” at the dinner session, 
warned of the dangers in present day 
programming. Admitting the virtues of 
such complete surveys and_ servicing 
when well done, Mr. Drewry pointed out 
that it is a time-consuming job which 
cuts down on the number of cases an 
agent can handle. 


“A man can get so enmeshed in service 
work that he is actually doing a part 
time life insurance job when he appears 
to be working his head off,” Mr. Drewry 
declared. “Unless an agent has a market 
for specialized work, and even if he does, 
I believe he ought to do some tall think- 
ing about whether he is drifting if he 
isn’t doing all those things which should 
result in around 50 sales a year.” 


More Productive Work 
Suggestions for “More Productive 


T. R. Reid on Employe Participation 


A system to encourage employe 
participation in the company’s business 
was described by Thomas R. Reid, vice 
president of McCormick & Co., Inc., of 
Baltimore, in a talk on “Human Rela- 
tions in Selling” at the national meeting 
for agents of Mutual Benefit Life, 
Newark, this week at Atlantic City. 

Mr. Reid described the multiple man- 
agement system established by his firm, 
the world’s largest spice and extract 
house, to encourage its employes to 
feel “a part of things.” About 500 other 
businesses of all types, including banks 
and insurance agencies, have adopted the 
system. 

Every employe from the janitor to the 
president participates in a monthly meet- 
ing in McCormick plants. Assistant de- 
partment heads, foremen and supervisors 
serve on a junior board, factory board 
or a sales board. They are paid a di- 
rector’s fee and a profit sharing bonus 
for their creative suggestions for the 
good of the business. They have regu- 


larly scheduled meetings and their de- 
cisions are recommendations to top man- 
agement who have the right to approve 
them or send them back for further 
study. Members are chosen by merit 
ratings done by the board members 
themselves, 

Originally designed to improve spirit 
and morale, Mr. Reid said the boards 
have developed into “the most productive 
idea in management I have seen in my 
time.” They have also acted as an ex- 
ecutive development program and have 
brought management and employe close 
together. 

Mr. Reid was organizer and first 
chairman of the Defense Department’s 
Personnel Policy Board, was selected by 
the U. S. Junior Chamber of Commerce 
as one of America’s 10 outstanding 
young men of 1947, was appointed by 
President Truman to the International 
Labor Conferences in 1946, ’47 and ’48, 
and is a member of the Baltimore City 
Council. 


Work” formed the basis of a talk by 
Sidney Weil, Cincinnati. “To make your 
work more productive, you must recog- 
nize the limitations that time arbitrarily 
fixes, not just in duration but in the 
choice of the right time to do things,” 
is Mr. Weil’s belief. “A good work 
done at the wrong time for it repre- 
sents a loss. And you have to realize 
that often-repeated good actions grow 
into good habits which are assets that 
serve you without conscious effort, and 
often-repeated bad actions grow into 
bad habits which are obstacles to 
progress.” 


_ Mr. Weil outlined his own work habits 
in a day which starts at 6:15 a.m. and 
closes with careful reading of two 
evening papers and, often, evening calls 
and meetings. He outlined approaches 
to catch a prospect’s interest and ex- 
pressed the opinion that the current feel- 
ing that people do not have money or 
will not spend is erroneous. 


“They do have money, and they will 
spend, but more wisely, and you are 
going to have to do a much better 
selling job to get them to do it,” he 
commented. 

More Interviews 


More lives through “More Interviews” 
was the topic of K. Eugene Robinson, 
Louisville. Mr. Robinson urged: “Get 
the life insurance business in your blood. 
Think of yourself as a crusader against 
poverty and you'll have no apologies to 
offer to anybody as you crusade for 
widows and orphans, old men and 
women. Then see a lot of people to 
get all the interviews you need for at- 
taining your goal of more lives. To do 
this you must be organized. You must 
have a definite time of the day for 
office work and definite periods of suf- 
ficient time for being out in the field. 
You will want to take advantage of 
every opportunity to prospect—news- 
papers, conservations, meetings. It will 
be helpful to you to think always how 
a certain situation you have heard about 
would fit into the life insurance way 
of life. If you do this, you will be 
astounded—and delighted—to see how 
many situations do fit.” 





Educational Insurance 


Ways of utilizing Educational Insur- 
ance were discussed by C. Bruce Wilkin- 
son, New York-Youngman, who said, 
“T consider educational policies an ex- 
cellent ‘out’ or a wonderful ‘in.’ They 
are an ‘in’ because people like to talk 
about their children. It is only natural 
that you would want to.introduce your- 
self to a man who had recently had a 
child, congratulate him and talk about 
guaranteeing the education of this little 
boy or girl. Not infrequently, you find 
that the man not only needs educational 
policies for his children, but he should 
have life insurance to guarantee income 
to the children’s mother, or for other 
reasons which we all know. 

“Tt’s an ‘out? when a man tells you 
that he has provided for his family in 
the event he dies and is looking forward 
to retirement if he lives, with the money 
he has saved in his life insurance pro- 
gram. It is natural for you to congratu- 
late that man on his foresightedness in 
solving his family’s economical problems 


(Continued on Page 10) 
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Aetna Life’s Eastern Regional Meeting 


By CriarENCE AXMAN 


The eastern regional meeting of the 
Corps of Regionnaires of Aetna Life 
was held at the Hotel Balsams in Dix- 
ville Notch, N. H., last week. These out- 
standing salesmen devoted their sessions 
to selling ideas, the convention being un- 
der the general direction of Robert B. 
Coolidge, vice president in charge of 
agencies. 

Two of the leading members of the 
National Association of Insurance Com- 
missioners were guests of the conven- 
tion. They were Colonel W. Ellery Al- 
lyn, Insurance Commissioner of Connec- 
ticut, who was elected president of the 
Commissioners at their recent annual 
convention in Quebec, and Donald Knowl- 
ton, New Hampshire Commissioner. Mr. 
Knowlton opened the first business ses- 
sion by welcoming the delegates to the 
Granite State. 

It was the first appearance of Colonel 
Allyn before an insurance meeting since 
his election to be head of the Commis- 
sioners. He told the delegates he was 
much impressed by the continuing sound 
growth of the Aetna Life, a growth, he 
added, which is a manifestation of the 
will of the people of the United States 
to provide for their future. He con- 
cluded by urging the Regionnaires to 
continue their excellent work as it was 
contributing so much to the welfare and 
security of the entire country. 


The Old Guard 


The Old Guard, comprising Aetna Life 
salesmen who have been Regionnaires 
each of the 22 years since the corps was 
founded, was introduced by Donald E. 
Hanson, CLU, superinterident of agents. 
They were: 

H. Cochran Fisher, CLU, and F. N. 
Stricklin of Washington, D. C.; S. H. 
Friedman, Tulsa, Okla.; Arthur E. 
Hicks, Joliet, Ill.; Rudolph LeBoy, Chi- 
cago; Ernest L. McCutcheon, Hart- 
ford; H. Griffith Robbins, Philadelphia; 
Erhardt G. Schmitt, CLU, associate gen- 
eral agent at New Haven, Conn.; and 
Arthur W. Young, Fort Wayne, Ind. 
Mr. Hanson also introduced 51 veterans 
who have been Regionnaires for 10 or 
more years. 

Reporting an optimistic outlook for 
the future growth of life insurance, Mr. 
Hanson cited a survey of 24,000 appli- 
cants for Ordinary life policies last year 
and declared that a higher average in 
volume and in premium could be at- 
tained “by directing more of our pros- 
pecting activity to the age and income 
groups that were most productive during 
1949.” Mr. Hanson cautioned the Re- 
gionnaires, however, against overlooking 
the young insurance buyer, whom he de- 
scribed as a reservoir of future business. 

J. C. Fields of Birmingham, Ala., in 
a talk on “Building Your Accident Ac- 
count,” pointed out that the insurance 
salesman who failed to promote the sale 
of accident insurance was just as negli- 
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gent as the business man who failed to 
buy it. 

Mr. Fields portrayed the plight of the 
prosperous business man who sustained 
a serious injury resulting in lifetime 
crippling, and explained how the life 
insurance salesman could have _ pre- 
vented the collapse of the business man’s 
family affairs had he sold accident insur- 
ance in the many opportunities pre- 
sented over the years. 


“Package Plan” Sales Demonstration 


A 30-minute sales demonstration, dra- 
matizing the method of presenting to 
an employer a typical group insurance 
“package” plan for an average medium- 
sized business organization, was con- 
ducted under the direction of I. F. Cook, 
secretary of the group department. 

Participating in the skit, which por- 
trayed both the role of the salesman and 
the home office group representative, 
were H. R. Grimes, assistant field super- 
visor, and A. A. Haemerle, Group repre- 
sentative, both of Boston, Mass., and E. 
L. Davis, Aetna Life salesman at 
Boston. 

Thomas R. Quilter of Detroit, told the 
Regionnaires that direct mail was a pre- 
ventive for sales slumps. For those who 
are now in a slump, and who have not 
previously used direct mail, he added, it 
was a remedy. 

Mr. Quilter said he mailed _pre- 
approach letters from the agency to re- 
ferred leads. Those who did not reply 
and those who replied but refused an 
appointment, he continued, were then 
placed on the home office direct mail 
list and were sent material from Hart- 
ford. Repeated use of the same list with 
home office direct mail had not impaired 
his reply ratio, he stated. 


Babcock on Public Relations 
In a plea for recognition of the im- 


(Continued on Page 14) 





Coolidge Says Agents 
Keep “Worlds” Intact 


PREVENT SOCIAL UPHEAVALS 
Insurance Helps Maintain Current Liv- 
ing Environs; Quotes New 
Brookings Book 





Robert B. Coolidge, vice president, 
Aetna Life, in his principal ta'k in Dix- 
ville Notch, N. H., last week devoted 
his discussion largely to a new book 
published by the Brookings Institute, 
Washington, together with the signifi- 
cance that the work holds for life in- 
surance production representatives. The 
book is “Controlling Factors in Eco- 
nomic Development,” and its writer is 
the Brookings president, Dr. Harold 
Moulton. Dr. Moulton believes that by 
another hundred years the population of 
the United States will have doubled and 
300,000,000 Americans will be living at 
material standards eight times greater 
than those of the comparatively back- 
ward present. 

Mr. Coolidge said that even if the 
standards did not reach the height men- 
tioned by Dr. Moulton they would be 
much higher than at present, and the 
sneaker was certain that ownership of 
life insurance will play an important 
part in any goal reached. 

Dr. Moulton describes what has hap- 
pened to the standard of living over 
the years and why it is now the highest 
in the world. He also analyzes the growth 
of the population. There were many 
reasons why economists have not been 
able to forecast the recurrent growths 
and why at periods they thought the 
country had progressed as much as it 
could. There was no way in which prog- 
nosticators, for instance, could have 
foretold the tremendous strides which 
were to come after the annearance of 
the great inventions and their develop- 
ment, such as those in the electricity 
field. In recent years the development 
of the corporate form of business, ex- 
pansion of credit, adoption of new me- 
chanical techniques and those in the 
business world and on the farms made 
for constant economic progress. These 
innovations increased production, -re- 
duced the number of hours of the work- 
ing man, and, at the same time, resulted 
in larger incomes. There will be new 
discoveries and adaptations in the field 
of chemistry, electronics and other 
branches of science which will be re- 
flected in a rising standard of living. 
Revolution in business organization will 
increase, population will grow and at 
the same time the economy will support 
the greater population. 


The Agent’s Objective 


Mr. Coolidge declared that the prin- 
cipal objective of the life insurance 
agent is to preserve the standard of 
living. It is true that when most men 
retire they will be obliged to restrict 
their method of living somewhat. but with 
adequate life insurance ownership that 
restriction will not be so marked that 
they will be obliged to fall into sub- 
standard ways of living. They can still 
continue to travel in the same world 


Cases of Married Top 
Single Men Averages 


HANSON REVIEWS STUDY MADE 





Says Ages 30 to 45 Appear in Largest 
Group of Ordinary Life 
Insurance Buyers 





While not wanting to create the im- 
pression that agents should direct all 
of their efforts to selling the man over 
age 30 who is earning $10,000 a year, 
D. E. Hanson, superintendent of agen- 
cies, at the Aetna Life convention in 
Dixville Notch, emphasized some facts 
about that classification of risks in com- 
ments he made on the Life Insurance 
Agency Management Association’s re- 
cently-released study, “The 1949 Buyer.” 

This is a study of some 24,000 persons 
who applied for $100,000,000 of Ordinary 
business during May, 1949, a representa- 
tive list. Some things which Mr. Han- 
son noted in the report were these: 

Buyers below age 30 account for 32% 
of the volume. Approximately 53% is 
bought by ages 30 to 45. Buyers over 
45 purchase only 15% of the total vol- 
ume. Of the volume purchased 86% went 
to married men. The average married 
man buys an average policy of $7,500 as 
compared with $3,900 for the single man. 

Mr. Hanson then took up the question 
of income as shown in the report, as it 
has a direct affect on average size sale. 
For instance: 

The group with incomes from $3,000 
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even though on a modified scale while 
if the insurance is large enough there 
may not be any perceptible change. 

Mr. Coolidge then described some dif- 
ferent ways in which people live and 
how insurance will permit them to have 
the same neighbors and friends, to live 
along lines of similar routines. He com- 
mented on the elderly couple who have 
their gardens, books, friends, grand- 
children; can indulge in card playing 
and in fishing; take a two weeks’ outing 
at a resort. They are living a contented 
life, with insurance often making it pos- 
sible for them to continue that type of 
life. 

He told of the couple with small chil- 
dren who live in a pleasant neighbor- 
hood and in the world of school books, 
YMCA groups and pleasant social eve- 
nings. He discussed other families of 
varying incomes, and how insurance has 
permitted and will permit them to con- 
tinue in their own world of contentment 
and happiness. 

“Your responsibility is a great one,” 
he said. “You, as agents, should do as 
much for the objective of keeping fami- 
lies intact, living conditions as they want 
them. Behind you is the company with 
all of its facilities for providing the 
necessary protection and it is your dutv 
to see that the protection is furnished. 
Thus, you are not only splendid citizens 
yourselves but you keep up the standard 
of good citizenship in others. The world 
about you will be a good one because 
you have helped make it so.” 
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= of various aspects of our national and economic 
l “nf 
ing life that affect the saver. 
ted 
- In the interest of policyholders and savers gen- 
oO . 
erally, the campaign — 
nil- 
ri ® Makes clear that protecting the buying power of sav- 
ve- ings is everybody’s job. 
of 
has @ Urges individuals to support economy and efficiency 
on in Government ... to help lessen pressures on Govern- 
ment for more spending. 
1e,” 
as @ Points out that whatever Government spends must 
+ come out of the pockets of the individual, either di- 
ith rectly through taxes or indirectly through prices. 
the 
a This campaign can be expected to make a contribution to 
a sound economic thinking and reflect credit on life insurance — 
nies the business that is dedicated to helping American families help 
us 
themselves. 
atael 
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from $215 billion in 1945, the year of 
World War’s end, to $262 billion in 1948, 
reaching the maximum annual rate of 
$270 billion in the last quarter of that 
year. The corresponding index of 1949 
activity was a little less than $260 bil- 
lion, and for the first and second halves 
of 1950, is estimated at $261.6 and $264.2 
billion, respectively, making the current 
year’s estimated index of production 
nearly $263 billion. The scale of activity 
is thus rising slowly from the minimum 
reached in the last quarter of 1949, tan- 
gible evidence of the moderate nature 
of the recession of which we were all 
conscious last year and which we feared 
might run to much greater lengths. 
Disposable Personal Income 

Disposable personal income (after 
taxes) in 1948 was $190.8 billion, and 
in 1949, $192.9 billion. The figure for 
the first half of 1949 was over two and 
one-half times the 1940 level and 5% 
above 1948. It is estimated that such 
personal income for 1950 could reach 
$200 billion, or about 4% more than for 
1949. 

If the personal income level be cor- 
rected for prices, as well as for taxes, 
it is found to be 52% higher in the first 
half of last year than in 1940 and 5% 
higher than in 1948. If disposable per- 
sonal income should reach $200 billions 
in 1950, its real purchasing power could 
exceed that of 1940 by 60% and that of 
1949 by 6%. 

Insurance as a Thrift Measure 

Even more significant from our stand- 
point, since the purchase of life insur- 
ance is a thrift measure, is the status 
of the surplus income available for dis- 
cretionary spending or saving after the 
expenditure of the amount required to 
maintain the 1940 standard of living 
when expressed in the basic items of 
food, clothing and shelter. Such surplus 
in 1949 was at the rate of $100.9 billion, 
or four times as great as the pre-war 
level of $26.5 billion in 1940. In 1950, 
such total of discretionary spending 
power could reach $107 billion, available 
to improve the standard of living over 
that of 1940, or to add to savings. 

Still more interesting to us is the 
change, if any, in the attitude of the 
average person toward the division of 
the surplus income available for discre- 
tionary spending or saving, just men- 
tioned, between what is to be saved and 
what is to be devoted to current con- 
sumption in an improved living stand- 
ard: it is our business to urge present 
producers to take a conservative view 
of their current scale of living in order 
that the potential standard of living, for 
their dependents, after the producers 
shall have ceased to engage in the cre- 
ation of wealth, may be preserved or 
advanced. In order that there may be 
no misunderstanding, let it be said that 
by personal saving is meant (i) increases 
in liquid assets, namely, currency, bank 
deposits, U. S. Government Bonds, and 
savings and loan shares; increases in 
insurance and pension reserves, and in- 
creases in holdings of state, municipal 
and corporate securities, (ii) decreases 
in mortgage and other indebtedness, -and 
(iii) increases in tangible assets such 
as homes, and business and farm equip- 
ment. (It does not include purchases of 
durable consumer goods even though 
the purchasers of such goods may re- 
gard many of such items as long-term 
capital assets.) It is estimated that $8.8 
billion were saved (as above defined) in 
1949 and that the corresponding saving 
in 1950 may be as much as $12 billion. 
The financial basis exists, therefore, for 
the maintenance of present lines of in- 
surance protection, and for their exten- 
sion, if the producers can be led to 
appreciate the wisdom of that course. 

Sound Growth of Life Insurance 

These evidences of material prosperity 
have been reflected in sound, continued 
growth of the life insurance business as 


a whole. The new insurance purchased 
in 1949 by U. S. residents from legal 
reserve life insurance companies of the 
country and Canada amounted to about 
$23.2 billions, face amount, exclusive of 
revivals, increases and dividend addi- 
tions. This is approximately the same 
volume as in 1948 and 1947. The Ordinary 
insurance (as distinguished from Indus- 
trial and Group) in this total amounted 
to $15.3 billion, slightly less than in 1948, 
and less than 1947 which was the peak 
of Ordinary production, $15.5 billion. The 
total life insurance of all kinds in force 
in legal reserve life companies at De- 
cember 31, 1949 reached a total of $213.4 
billion, of which Ordinary life insurance 
amounted to $140.1 billion. The total as- 
sets of all U. S. legal reserve life com- 
panies at the end of 1949 is estimated 
at $59.3 billion, an increase of almost 
7% over the similar total, $55.5 billion 
at the end of 1948. Changes in distribu- 
tion of assets by type, and in earning 
power, have been significant and would 
offer an opportunity for interesting 
comment if time permitted, but there 
is ample evidence that the life insurance 
organization is in a healthy, vigorous 
condition, fully adjusted to the oppor- 
tunities and exigencies of the times. 


R. E. Pille Sees Challenging Market 


Four factors make a good market—a 
good product, a good demand for the 
product, a good price for it and good 
salesmen—declared Vice President Rich- 
ard E. Pille of Mutual Benefit Life, in 
a talk on “Life Insurance in a Challeng- 
ing Market,” at the company’s national 
meeting for fieldmen at Atlantic City 
last week. 

The life insurance agent’s product is 
individual financial security for his 
policyowners, said Mr. Pille. Life in- 
surance is a deed to a cross section 
of the best property in the United 
States, and in no other way could the 
average man acquire ownership of an 
investment portfolio like it. 

Does Not Fear Mass Coverage 

Conceding that demand for security is 
broader than demand for life insurance 
security, Mr. Pille said, “Our challenge 
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TO SECURITY 


A Key to Success 


Equitable of lowa 
Field Underwriters 


Equitable Life of Iowa’s field underwriters have 
enthusiastically endorsed the Key to Security, the 
Company’s new and simplified method of life 
insurance programming. With a professional ap- 
proach that is easy to understand, the Key to 
Security clearly defines the prospect’s life in- 
surance program requirements and graphically 
portrays the solution to his estate problems. 


This new method of programming is consistently 
demonstrating its effectiveness as an aid to career 
life underwriting for Equitable of Iowa field men. 
A three months survey indicates: 


@ Highly satisfactory results from the new Key 
to Security direct mail approach. 
@ A better than average ratio of sales per in- 


@ 547 Key to Security sales totaling $7,113,543. 
@ An average size policy of more than $13,000. 


Those are four excellent reasons why Equitable 
of Iowa field underwriters know that the Key to 
Security is their Key to Success. 


EQUITABLE 
of IOWA 


OVER ONE BILLION LIFE INSURANCE IN FORCE 


for 


Des Moines 








is to present our product as the one 
filling the most urgent demand for 
guaranteed individual financial security.” 
He discounted fears that so-called mass 
coverages are cutting greatly into the 
demand for life insurance, pointing out 
that few men possess all, or even most, 
of such mass benefits as Social Security, 
company pensions, NSLI, group and sav- 





RICHARD E, PILLE 


ings bank insurance. And further, pos- 
session of some of these mass benefits, 
giving some security, makes a man want 
even more security, Mr. Pille -held. Ad- 
mitting the necessity of being vigilant 
against too much extension of the mass 
approach to individual security, Mr. 
Pille expressed his belief that today’s 
life insurance market is a changed, but 
not a narrowed, one. 


Matter of Price 


Commenting on the price of life in- 
surance, Mr. Pille declared that almost 
every conceivable purchase plan _ is 
offered to-make buying it easy, that 
it is the best way to guarantee security 
if men do not live and so is priceless 
in that respect. While there are other 
ways to buy security if men live, taxes 
and the cost of living have priced most 
of them out of the average man’s mar- 
ket, he said, and life insurance security 
is guaranteed, while other types may 
offer lower prices. but greater risks. 

Expressing his faith in the superior 
salesmanship of the life insurance 
force, Mr. Pille said, “Our only concern 
should be that your knowledge and 
skills are exposed to enough of our mar- 
ket to enable you to realize your full 
potentialities. The greatest motivators to 
action are necessity and belief. I hope 
you have not too much, but enough, of 
the former and a profound and ample 
supply of the latter.” 





Metropolitan Life 


(Continued from Page 1) 


accident prevention and health promo- 
tion, adapting its facilities to current 
conditions, discontinuing those in which 
the purpose seems to be accomplished 
and considering in lieu thereof new 
problems which seem to demand atten- 
tion. ; 
Mr. Lincoln’s announcement paid 
warm tribute to the splendid service 
rendered to the company’s policyhold- 
ers by its salaried nursing staff as well 
as by those official and voluntary agen- 
cies which have cooperated in carrying 
on the visiting nurse program of 
Metropolitan for its policyholders. 
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Lincoln National Has 
Hot Springs Meeting 


PROGRAM FULL OF SALES AIDS 


Home Office Contingent Headed by 
President McAndless; Who Were 
Leaders in Production 


Hot Springs, Va., July 7—The 1950 
Midwestern sales convention of Lincoln 
National Life is being held here at the 
Homestead, July 6, 7, and 8. Approxi- 
mately 150 top-ranking sales representa- 
tives of the company are attending. The 
meeting is the second of three regional 
sales conventions sponsored this year by 
the company. An eastern meeting is 
scheduled for July 24-26, at the Green- 
brier, White Sulphur Springs, W. Va. 

Features of the three-day meeting in- 
clude talks by A. J. McAndless, presi- 
dent; Cecil F. Cross, vice president and 
director of agencies; W. T. Plogsterth, 
director of field service; F. J. McDiar- 
mid, second vice president and manager 
of the Investment Department; H. Clive 
McAlister, M.D., medical director; T. A. 
Watson, sales manager, Group depart- 
ment; Dr. L. A. Warren, director of the 
Lincoln National Foundation; H. B. 
Crawley, company representative in Chi- 
cago; G. L. Shoup, CLU, general agent 
in Grand Rapids; Glenn W. Isgrig, Cin- 
cinnati, manager of Reliance Life; and 
William King, CLU, general agent for 
Fidelity Mutual Life in St. Louis. 

Mr. Cross opened the business session 
by welcoming members of the com- 
pany’s honor clubs who qualified for at- 
tendance. Mr. McDiarmid traced the 
growth of the company during the last 
seven years and emphasized the relative 
increase in its financial strength during 
that period. He described the company’s 
efforts to make its funds available to 
medium and small-sized business enter- 
prises while at the same time pursuing a 
conservative over-all financial policy. 

Dr. McAlister, speaking on the topic, 
“Underwriting Comments,” pointed out 
some important contributions of the 
company to modern underwriting prac- 
tice and discussed the value of the com- 
pany’s own underwriting experience as 
the basis for its future development. In 
his talk on Group insurance, Mr. Wat- 
son presented the company’s new Group 
sales material which offers new rates 
and more competitive coverages. 

During the Thursday morning busi- 
ness session, ladies at the convention at- 
tended a get-acquainted breakfast. Dr. 
Warren spoke on “Lincoln’s Fame in the 
Making,” emphasizing the importance of 
Lincoln’s home life in his later career. 








Winners of Awards 


Mr. Cross presided at the convention 
banquet yesterday evening, and honored 
convention club members and officers, 
Minute-Men, Million Dollar Round 
Table members, National Quality Award 
winners, leaders of insurance in force. 
He installed as new members of the 
Quarter Century Club, General Agents 
G. L. Shoup, CLU, Grand Rapids; and 
L. C. Deason, Hannibal, Mo. 


He presented the leaders in Consecu- 
tive Weekly Production: W. A. Fat- 
more, Evansville, Ind.; W. J. Elmer, Jas- 
per, Ind.; . A. Richards, Roanoke, 
Ind.; Miss Hildur I. Stenstrom, Crystal 
Falls, Mich.; K. J. Isely, Medill, Mo.; 
and J. F. Knizel, Bowling Green, Mo. 
Mr. Cross then introduced President 
McAndless, who responded with a few 
words of welcome. The banquet was fol- 
lowed by a dance held in the ballroom. 


Mr. Plogsterth presided at Friday 
morning’s session which featured pres- 
entation of successful prospecting meth- 
ods. H. B. Crawley, Chicago representa- 
tive with A. D. Crow Agency, spoke on 
“Prospecting and Selling with the 
Money Plan,” demonstrating the meth- 
ods he has developed for using this 
presentation. G. L. Shoup, CLU, of 
Grand Rapids, general agent of Green- 
Shoup Agency, spoke on the topic, “Let 
Your Policyholders and Centers of In- 


fluence Help You,” and described meth- 
ods of quality prospecting in which the 
agency has been especially successful. 

Following the intermission, Glenn W. 
Isgrig, Cincinnati manager for the Re- 
liance Life, showed how to dramatize 
the prospecting in his talk, “Let’s Put 
On a Good Show.” 


Mr. Cross will preside at the closing 
business session Saturday morning. Dr. 
Warren will deliver an inspirational talk 
on “Lincoln, the Hoosier Youth” in 
which he will show Lincoln’s fourteen 
years as a youth in Indiana in its proper 
perspective with his later achievements. 
William King, CLU, St. Louis general 
agent for Fidelity Mutual, will close the 
program with his address,” Fixing the 
Problem.” 





UNION MUTUAL COURSE 

Nine members of the field force of 
Union Mutual Life, Portland, Me., are 
convening at the company’s home office 
for an advanced training course con- 
ducted by John R. Carnochan, assistant 
director of agencies and director of 
training. The two-week session, a part 
of Union Mutual’s field training pro- 
gram, is held periodically for qualified 
new representatives. 


Mutual Life Publication 
For Policyholders Issued 


The first issue of “Policyholder News” 
was distributed this week to about 40,- 
000 policyholders of the Mutual Life of 
New York in_ selected territories 


* throughout the United States. 


The 8-page magazine, published by the 
company’s public relations division, is 
designed to inform readers about worth- 
while developments that will help them 
to get more out of their life insurance 
program. The new publication will be 
issued bi-monthly for the next year to 
sample policyholder reaction. If results 
of the test are satisfactory, the publica- 
tion will become a permanent means 
of maintaining friendly and informal 
contact with the people the company 
serves. 

Among the features in the first issue 
are articles covering the principles of 
mutuality, lapses and surrenders, public 
health and safety, and the importance of 
life insurance funds as a source of capital 
for local housing and industry. 

The “Policyholder News” is pocket- 
sized, printed in two colors, and employs 
cartoons and photographs. 


New Modified Life Policy 
Issued by Home Life, N. Y. 


A new policy, Modified Paid Up at 
85, has been announced by Home Life 
of New York, containing a term to 65 
option which becomes paid up at age 
62 and will be issued on both a standard 
and substandard basis. 

Although the policy serves primarily 
as a substitute issue to applicants for 
the company’s Preferred Modified Life 
plan who fail to qualify as a preferred 
risk, other applicants within the age and 
amount limits may be handled on a 
non-medical basis. The minimum amount 
of insurance issued under the new plan 


is $2,500. The maximum age at issue is 
50, compared to 45 for the Preferred 
Modified Life plan. The minimum age 
is 17. 

Sample annual premiums per thou- 
sand dollars of Modified Life Paid Up 
at 85 are as follows: at age 25, $14.36 
for the first 5 years and $21.88 there- 
after; at age 30, $16.29 for the first 5 
years and $25.27 thereafter; at age 335, 
$18.77 for the first 5 years and $29.57 
thereafter; at age 40, $22.03 for the 
first 5 years and $35.10 thereafter. 
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Q. A. 


When the Prudential representative sold the policy on this child 'way back in 
1875, he sold it “but good." It's still in force. 


That policy was one of the twelve sold during our first week in business. 
Through the following 75 years, the friendly, capable service of our repre- 
sentatives gained such wide-spread acceptance that now over 26 million 
people have a Prudential man or woman as their life insurance adviser. 


Because quality service is in the Prudential tradition, we are proud that so 
many of our representatives — more than 750 — qualified for the National 

lity Award this year. We congratulate them and all the other qualifiers 
for winning this nation-wide award, and wish them even greater success for 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 
A mutual life insurance compan 
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Tribute to Dineen by Governor 
In Letter on His Resignation 


Governor Dewey of New York paid a 
fine tribute to Superintendent of Insur- 
ance Robert E. Dineen in a letter com- 
menting on the latter’s resignation to 
accept a post of vice president of North- 
western Mutual Life of Milwaukee. Su- 
perintendent Dineen had written the 
Governor as follows: 

“My dear Governor Dewey: 

My resignation, effective as of July 1, 
1950, is submitted herewith. It has been 
pleasant to work with honest and com- 
petent fellow public servants motivated 
by a common disposition to do what was 
right. It has been a source of great 
satisfaction to be able to contribute in 
a small way to the aims and ideals of 
your administration. The cooperation 
which I received from the staff of the 
Insurance Department and from the 
many public-spirited people who make 
up the insurance business has been par- 
ticularly gratifying. 

I hope you will derive a similar pleas- 
ure and satisfaction from the realiza- 
tion that the members of your adminis- 
tration share a real appreciation for your 
many qualities—your industry, personal 
integrity, common sense, talents as a 
planner and administrator, support of 
those who serve under you and, above 
all, ability to get things done. When, 
after years of working together, in ad- 





Republic National Life’s 
New Home Office Building 


Construction has been started in con- 
nection witih a building program planned 
by the Republic National Life according 
to a statement by President Theo. P. 
Beasley. The project will be located on 
a 22-acre tract fronting on the new 
Central Expressway between Haskell 
and Fitzhugh Avenues, Dallas, recently 
acquired by the company as the site for 
its home office building. 

The first step in the program contem- 
plates the erection of a one and two- 
story structure, which will house several 
of the company’s departments now lo- 
cated in Oak Cliff, and is expected to 
be ready for occupancy about October 1. 
This building will later be sold upon 
completion of a permanent home office 
building of the most modern design and 
arrangement which will serve as head- 
quarters for all home office departments 
of the company’s operations. 


This expansion of the company’s fa- 
cilities has become necessary because 
of the growth of the company, both in 
volume of business in force and in the 
extension of its activities over an en- 
larged area in the Midwest, Mr. Beasley 
stated. Life insurance in force now ex- 
ceeds $300,000,000 and assets total more 
than $50,000,000. 

Republic National Life sold its former 
eight-story home office building some 
three years ago, and under its lease must 
vacate by October some of the space it 
now occupies in that building. 





PROMOTED BY PRUDENTIAL 


Staff managers promoted by The Pru- 
dential this week, include Dominic P. 
Comardo and George W. Koch. 

Mr. Comardo, a staff manager with 
the Rochester district office No. 2 since 
1942, becomes head of the Wilkes-Barre 
district office No. 1. He has been with 
Prudential since 1933. 

Mr. Koch becomes district manager of 
the Milwaukee district office No. 4. His 
Prudential service dates from 1932 when 
he became an agent in the Milwaukee 
district office No. 2. In 1933 he was ad- 
vanced to a staff managership there and 
later served in a similar capacity in the 
Milwaukee district office No. 6 


versity as well as success, the man at 
the helm commands, as you do, the deep 
respect and loyalty of his lieutenants— 
those who know him _ best—he has 
achieved real success.” 

Governor Dewey’s letterrto Mr. Dineen 
follows: 

“Dear Bob: : 

It is with the greatest of regret that 
I have received your letter of June 24. 

“It has been a joy to work with you 
these last eight years. You took over 
the helm of the Insurance Department 
in a period of crisis in the insurance 
business, when it was threatened with 
efforts by the Federal Government to 
take over full control of insurance regu- 
lation. To the immense problems pre- 
sented by that situation you brought 
great vigor and clarity of thought, a 
high-minded devotion to firm and effec- 
tive regulation in the public interest and 
an equally strong devotion to the prin- 
ciples of free enterprise. 

“Your efforts in leading the way to 
sound solutions of the problems, to uni- 
formity of accounting systems and the 
effective regulation in the public inter- 
ests have been met with one success 
after another. Each of these successes 
has been a tribute to our integrity, your 
high capacity and*.the confidence you 
inspired in both the administrative and 
legislative branches of state government, 
both in the State of New York and 
throughout the, nation, ee iy 

“You will carry with you ‘the highest 
esteem and warm personal regard of all 
of us who have had the great pleasure 
of working with you during all these 
years.” 








HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 








RCSA 
ROY CLARK SERVICE AGENCY 


Personalized Credit Reports 
Long Island—Metropolitan N. Y. 


390 Hillside Ave., New Hyde Park, L. I. 
Fieldstone 7-0047 

















Iowa Net Premiums 


Insurance companies operating in 
Iowa received a total of $226,373,207 in 
net premiums during 1949, the annual 
report of the State Insurance Depart- 
ment disclosed. This was an all-time 
high and more than $14 million over 
1948 figures. The 1948 total was $211,- 
958,607. 

Total net, losses and claims paid by 
the insurance companies amounted to 
$77,925,681, an increase of more than five 
million dollars over the 1948 total. 

Life insurance companies received the 
largest share of the premiums with a 
total of $110,165,581 which compared 
with $102,920,102 in 1948. Losses and 
claims paid by life companies amounted 
to $32,946,703 as compared with $29,153,- 
473 in 1948, 

The life company figures for net pre- 
miums included for life insurance $83,- 
346,758, annuities $9,053,603, accident and 
health $12,331,895 and fraternals $5,433,- 
325 while net losses and claims paid in- 
cluded $23,684,590 for life insurance, $6,- 
280,151 for accident and health, and $2,- 
981,962 for fraternals. 
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WELL-BALANCED 


We 


COMPANY 


at 


the whole...” 
ALEXANDER POPE 


A Life Insurance Company is the 
sum of its several parts. The 
proper balance of each of 
these parts is essential to the 
effective functioning of the whole. 


To maintain such balance in its 
Operations is a prime 
objective of Fidelity. 


Fidelity is a well-balanced company. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA « PENNSYLVANIA 





TEN BIG FEATURES 


Sub-standard Term . . . Disability Income 
$10 per M... Non-medical—O to age 40 
. «- Non-Can. A. & H.... Liberal con- 
sideration for overweights, members of 
armed services, aviation personnel, dia- 
betic and epileptic risks and waiver of 
premiums to females. 





Samuel D. Rosan Agency, Inc. . 
General Agent 
CONTINENTAL ASSURANCE COMPANY 
76 William Street, N. Y. C. 
WHitehall 3-7680 











Appointed to New Post 





GEORGE J. FULLMAN 


George J. Fullman, manager of the 
Metropolitan Life’s Kenwood district in 
Chicago, has been appointed an as- 
sistant superintendent of agencies and 
assigned to the company’s Penn State 
territory. The appointment became ef- 
fective July 1. He will be associated with 
Superintendent of Agencies Zettler, in 
charge of the territory. 

Mr. Fullman joined Metropolitan in 
the Roseland, Chicago, district in 1931 
and served as agent, and later assistant 
manager, in that district for five years. 
From 1937 to 1943 he served in the com- 
pany’s field training division as in- 
structor and supervisor. 

He became manager of the Park Grove 
district in Chicago in 1943 and continued 
in charge there until May, 1949, when 
he received his transfer to the Ken- 
wood district. His present promotion to 
the broader responsibilities of assistant 
superintendent of agencies follows out- 
standing success in his managerial as- 
signments. 





Cost Accountants Visit 
Metropolitan Home Office 


About 200 members of the National 
Association of Cost Accountants, in New 
York City of the association’s interna- 
tional convention, visited the Metropoli- 
tan Life for a study session upon the 
methods of work and cost control in 
the company’s home office. 

The convention delegates were wel- 
comed by J. E. Rowe, third vice presi- 
dent, after which E. M. Derby, manager 
of management educations, and other 
members of his staff highlighted Metro- 
politan’s coordination activities, especial- 
ly in relation to work simplification and 
budgetary control. Moving pictures, 
slides, and actual exhibits were used to 
show practical applications of these man- 
agement techniques. 
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“Thank you, Mother, 


but we'll stay here.. ” 



















“When Dick took on the responsibility of a family, 
he meant it forever. I know your home is always open 
to us, and I’m more grateful than I can say. But we're 
still a family—the children and I. And this summary 
of Dick’s life insurance program shows that we still 
have a provider! I have extra money to take care of 
immediate bills. A modest, but adequate check will 
come each month until the children are grown... 
then a smaller income when I’ve only myself to look 
after. The mortgage is to be wiped out immediately .. . 
and there’s money for the children’s college. 

It’s wonderful what life insurance can do, when 

a husband is as thoughtful and unselfish as Dick.” 


























Page 10 







[+— Lie p 


PIR LY LEELA RES LEY 









July 7, 1950 








Mutual 


Benefit 


Meeting at 


Atlantic City 





Get Awards as Mutual Benefit Leaders 





GENE ROBINSON 


Two men, well-known in life insurance 
circles, were among those honored at 
the national meeting of the agents of 
Mutual Benefit Life at Atlantic City. 

Sidney Weil, Cincinnati, once again 
leading the company in earnings in 1949, 
received a plaque from John OD. 
3rundage, director of agencies, in 
recognition of being the company’s 
leader in earnings. 

Gene Robinson, a member of the 





Round Table Discussions 


A Feature of Meeting 


Round table and panel discussions were 
a feature of the Mutual Benefit Life 
meeting at Atlantic City last week. 


Three round table discussions, each 
run by three top lives producers, were 
held. One man at each table discussed 
prospecting, another closing and _ the 
third efficient organization. Round table 
members were: Dirk L. Brink and Glenn 
Rifenberg, Grand Rapids; Louis A. Zim- 
merman, St. Louis; Joseph G. Weill, 
Louisyille; Earl G. Robbins and E. Dar- 
rel Hill, Lexington and Donald E. 
Shopiro, Syracuse. 

With Chicago General Agent Paul W. 
Cook, as moderator, a panel of agents 
answered questions on how to write 
more lives, each concentrating on the 
specialty in which he is outstanding. 
The men and their subjects: Henry O. 
Harwell, Los Angeles, “The Anala- 
graph”; William M. McKee, Miami, 
“Simplified Programming”; 3en=6=«6<*D. 
Lilves, South Bend, “Security In Any 
Event”; Charles J. King, CLU, Kansas 
City, “Step By Step”; William F. 
Knauss, Philadelphia, “Package Sales”; 
and Martin kK. Gunz, New York-Huber, 
“Change of Plan.” 


MADE GROUP SUPERVISOR 

Appointment of Wallace B. Schwitz 
as Group supervisor for Pan-American 
Life, New Orleans, has been announced 
by Dr. E. G. Simmons, executive vice 
president. Prior to joining Pan-Ameri- 
can Mr. Schwitz was associated with 
Occidental Life of California as a Group 
representative in the field. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


41 PARK ROW, NEW YORK 
Telephone BArclay 7-4443 














SIDNEY WEIL 


Louisville agency, having written 156 
lives last year, received a plaque in 
recognition of being Lives Leader of the 
company. 

Plaques were awarded to second year 
leaders, Thomas E. Duane and Martin 
K. Gunz. Mr. Duane, a member of the 
Akron agency, led the second year men 
of the company in the number of lives 


written, and Mr. Gunz, of the Solomon 
Huber agency in New York City, led 
the second year men in earnings. 


Home Office, Field Swap 


Complimentary Telegrams 


An exchange of telegrams between 
the home office and field forces was a 
pleasant incident of the national meet- 
ing of agents of Mutual Benefit Life, 
at Atlantic City last week. 

On Monday, June 26, when double 
qualifiers assembled for an extra day’s 
meeting before the regular sessions on 
Tuesday and Wednesday, Wallace H. 
King, Cincinnati, chairman of the 
Agent’s Advisory Committee, acting for 
all the agents, wired the home office 
staff: “Agents in convention in Atlantic 
City want entire home office staff to 
know how much fine home office service 
to the field is appreciated. All agents 
pledge their continued hearty coopera- 
tion.” 

President John S. Thompson, for the 
home office staff, replied with this tele- 
gram: “Home office is with you all the 
way. Continued prosperity of company 
depends entirely on constant effective 
teamwork of field and home office.” 

Enlarged copies of both telegrams 
were posted on bulletin boards at the 
home office and at the meeting. 


Selling Ideas 


(Continued from Page 3) 





and to ask how many children he has 
and what his plans for their education 
are. Then it is your cue to tell him 
how he can guarantee that educatior 
with educational policies.” 
Mortgage Insurance 
Discussing Mortgage Insurance, George 








CONGRATULATIONS 


to Robert 











E. Dineen 


To Bob Dineen, 
until now uncommonly 
able Superintendent of 
Insurance of New York 
State since 1943... 
our whole effort and 
very best wishes to 
you in your associa- 
tion with the North- 
western Mutual Life 
and with us! Happy 
Days! 


WILLIS F. McMARTIN, General Agent 
AND ASSOCIATES 


THE NORTHWESTERN MUTUAL LIFE INSURANCE CO. 
285 MADISON AVE., NEW YORK 17 
ORegon 9-5110 








Naramore, Washington, D. C. pointed 
out: “Happy homes, secure and free 
from worry, will ultimately contribute to 
a healthier society and a_ stronger 
America. We need these happy homes 
if our country is to continue to develop, 
consequently, we need mortgages. But 
we need mortgages kept under control, 
acting as servants not masters, and 
mortgage cancellation insurance will do 
that. i 


“Everyone buying a house has a 
mortgage. It’s no secret, so the prospect 
will discuss the subject with you. Dis- 
cussion leads to his full picture. It is 
easy to show the need for mortgage 
cancellation insurance—in fact, often the 
prospect has already thought of the idea, 
and the need for it appears more of 
a necessity than other needs. The pre- 
mium is relatively low, and the plan can 
later be converted to a more permanent 
type.” 

Juvenile Insurance 


Edwin D. Lonie, Buffalo, likened 
Juvenile Insurance to a piece of property 
which the prospect’s child will eventually 
buy anyway, but which the prospect can 
give his youngster at a reduced price. 
The saving in premiums is always the 
child’s, regardless of what he may earn 
later. Juvenile insurance is superior to 
a gift of income producing property. 
Property’s value is reduced by income 
taxes, so that the more successful the 
child becomes on his own, the less value 
the property gift has for him, is Mr. 
Lonie’s approach. income taxes reduce 
the value of any income _ producing 
property a prospect gives his son, but by 
the same token they enhance the value 
of any non-taxable benefit. The premium 
saved by buying young is a discount 
which is not taxable and its value in- 
creases as taxes increase. 


Salary Savings 


Speaking about the use of Salary Sav- 
ings or Monthly Budget Insurance, 
Thomas E. Duane, Akron, showed how 
the plan fits into the tempo of employer- 
employe relations set by the recent wave 
of pension and retirement demands. The 
plan answers the need of security 
minded employers and employes, he de- 
clared. 


“Tt is easy to sell the owners of small 
businesses the idea of giving you a 
desk in the plant. Then you are identi- 
fied as an authorized agent, with the 
sanction of the company’s management, 
and have a group of qualified prospects 
to work for. In this plan, I make it a 
point never to offer insurance until | 
have worked out the prospect’s Social 
Security first, impressing him with the 
idea of service first and showing him 
he is a preferred individual for whom 
his company and I will go to great pains 
to provide for his security wants,’ Mr. 
Duane explained. 


Disability Coverage 


Price Meek, St. Louis, urged, “Write 
Disability Coverage in every case where 
it is possible to protect your clients 
against the ‘living death’ of a disabled 
person, which is worse, economically, 
than actual death. Waiver of premium 
insures the life insurance program itself, 
and monthly income keeps the family 
going if the breadwinner is disabled. 


“Disability coverage as a sales tool 
can be a life saver when your prospect 
has just told you that his life insurance 
is all programmed, audited and in tip-top 
shape. Question him about living death 
or disability income, and often you will 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 
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Julius Selling Dies at 61 





Bachrach 


JULIUS SELLING 


Julius . Selling, head of the Selling 
Agency, 15 Park Row, New York, gen- 
eral agents for State Mutual Life and 
one, of, the leading agencies of that com- 
pany, ‘died' Monday at his home, 2 West 
86th Street, New York. He was 61. He 


had undergone an operation recently 


and was recuperating at home when he 
suffered a heart attack. 

Last September Mr. Selling’s 
Fred M. Selling, was made co-general 
agent in a partnership with his father. 
The agency has had a_ remarkable 
growth since it was established in 1941 
by Julius Selling who had fled Germany 
on the advent of Hitler. He had headed 
one of the largest brokerage firms in 
Germany. Going first to France and 
England, on reaching the United States 
he utilized his knowledge of interna- 
tional marine insurance to become an 
underwriter with the American Foreign 
Insurance Association. He soon realized 
that the great opportunity for quick 
success was in life insurance and con- 
nected with State Mutual. 

Fred Selling is a graduate of Com- 
mercial College in Nuremberg, Germany. 
He was a success as an agent for State 
Mutual, later became supervisor and 
then co-general agent. He served nearly 
three years in the Army Counter Intel- 
ligence Corps, Psychological Warfare 
Division, interviewing prisoners because 
of his linguistic abilities. He was given 
the National Quality Award in 1949 and 
is a member of the State Mutual Presi- 
dent’s Club. 


Selling Ideas 


(Continued from Page 10) 


son, 





find the door opening where before it 
was closing.” 
Business Insurance 

“Why isn’t there more activity on the 
part of more agents in the Business In- 
surance field?” asked Bill Thurman, 
Atlanta. “Because of lack of understand- 
ing of the simple needs for business 
insurance. The widespread belief that in- 
surance needs become complicated where 
the business interest is concerned is 
far from the truth. Cases where business 
needs are aggravated by complicated 
circumstances are the exception rather 
than the rule. Ordinarily, business in- 
surance sales require nothing more than 
a better understanding of what your 
prospect is thinking. Urging that agents 
put aside their fear of the technicalities 
of business insurance and consider in- 
stead the prospect’s problems, Mr. Thur- 
man discussed cases he had sold, using 
this basic philosophy. 


NEW VICE PRESIDENTS 


Election of N. M. Longworth and R. S. 
Wagner Announced by United 
Benefit Life 

N. M. Longworth and R. S. Wagner 
are new vice presidents of United Bene- 
fit Life, George Cleary, president, an- 
nounced. 

Mr. Longworth, a graduate of the 
University of Omaha, joined United 
Benefit Life in 1935. He has been in the 
underwriting department since late in 
1935 and was elected assistant vice presi- 
dent earlier this year. He is a past 





president of the Insurance Institute of 
Nebraska and at various time has served 
the Institute of Home Office Under- 
writers as secretary, treasurer, execu- 
tive vice president and president. Cur- 
rently, he is a member of the executive 
committee of the Underwriters group. 


Mr. Wagner, assistant vice president, 
joined United Benefit in 1931 and is 
the firm’s chief underwriter. A graduate 
of the University of Nebraska, Mr. 
Wagner is a member and past president 
of the Institute of Nebraska. Mr. 
Wagner is also a member of the Insti- 
tute of Home Office Underwriters. 


Charles E. Johnston Dead 


Charles E. Johnston, retired secretary 
of Phoenix Mutual Life, died Sunday 
at Hartford Hospital after a brief illness. 
He was 77. Graduated from Wesleyan 
University in 1900, Mr. Johnston was 
with Phoenix for 44 years when he 
retired in 1945. He had taught insurance 
at Yale University. 

Surviving are his widow, Mrs. Mary 
Alice Nichols Johnston; a daughter, Mrs. 
Barbara J. Rogers of Danbury; one 
sister and two brothers. 





Here's How CM Agents 


Raise Their Sights! 


A comprehensive agents’ training program in the field of ‘‘advanced under- 
writing” was inaugurated by The Connecticut Mutual several years ago. 
Last year 687 Company representatives wrote business insurance, and the 
success of such a high proportion of the Company’s sales force in this 
important field can be attributed, in large measure, to this training program. 

















/ Additional credit goes to the advanced underwriting training program for 
the large increase in the number of Company agents who have substantially 
increased their annual production. 


Here is a partial list of the various phases of the Company’s advanced 
underwriting program which has helped its agents “raise their sights”: 


@ Advanced underwriting forums planned and conducted by the Home 
Office. Fourteen of these two-day meetings will be held during the year. 


@ The “Advanced Underwriter’’, a monthly publication containing valuable 


and current technical data, indexed 


for permanent reference. 


@ Annual Leaders’ Round Table. Strictly business meetings at which 
technical and sales ideas are exchanged. Outstanding figures from other 
fields contribute valuable information. 


@ Field help on specific cases by Home Office and regional specialists in 


advanced underwriting. 


@ An Advanced Underwriting Course that can be used as an individual 
study course or, preferably, as a text for an agency group study course. 


@ Home Office Consultant Service on legal, tax and other technical 
phases, including sample agreements, and a special Proposal 
Service on specific cases. 


@ Field visits by Home Office men. These visits give 
Company agents a further opportunity to obtain “‘on- 
the-spot”’ information and advice. 


@ Employee Plans Manual, and syndicated 


services on pension and profit-sharing 
plans, and on estate planning and use of 
insurance for tax purposes. 


@ A wide range of printed material, 
including. direct mail, pre-approach 
and post-approach folders and bro- 
chures and visual interview aids. 


By taking advantage ‘of their 
Company’s carefully planned ad- 
vanced underwriting training 
program, Connecticut Mutual 
agents have been able to “raise 
. their sights” — and their incomes. 
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NALU Conference On 
Pensions at Cleveland 


SECOND IN PENSION’ SERIES 





Several Hundred Representatives of 
Business, Labor and Others Attended; 
More Meetings To Be Held 





Several hundred representatives of 
labor, business and industry attended 
the conference on employe pension plan- 
ning at Cleveland last week sponsored 
by the National Association of Life 
Underwriters. The all-day program was 
under the direction of Henry S. Stout, 
Dayton, chairman of the Association’s 
Committee on Industry Development and 
Information, and similar conferences are 
being held in leading industrial centers 
of the country. 

Highlighting the theme of the con- 
ference, the business, industrial and 
labor leaders heard Judd C. Benson, 
Cincinnati, president of the organiza- 
tion, discuss the philosophy underlying 
the whole field of pensions. John M. 
Hines, New York, director of Group 
annuities for Equitable Society, pre- 
sented a picture of the evolution and 
growth of private pension plans, citing 
examples of the drive by unions for 
extended security, and stressing the im- 
portance of properly and adequately 
financed employe benefit plans. 


Huge Amounts Involved 


Ernest H. Hahne, noted economist and 
one of the country’s leading students of 
human relations in industry and presi- 
dent of Miami University, was the 
speaker following luncheon. Dr. Hahne 
gave those present some _ interesting 
statistics to impress upon his audience 
the vastness of the present industrial 
pension problem and set up a series of 
cost factors for the guidance of all in- 
terested in the establishment of sound 
pension planning. He discussed employe 
pensions as a condition of employment 
and the cost of such plans from the 
viewpoint of the individual firm. He laid 
particular stress upon private pensions 


and annuities as safeguards against 
totalitarian government and staggered 
his listeners by stating that assuming 


the 30 million workers over 65 living in 
1960 were continually under present pen- 
sion plans, the reserve behind these 
pensions would mount to $55 billion. If 
reserves were set aside to provide $100 
per month pension for the same 30,000,- 
000 workers, then a reserve of $375 bil- 
lion would be needed. 

Stefan Hansen, Group actuary for 
Greatwest Life of Winnipeg and one 
of the nation’s outstanding authorities 
on pension planning, addressed the after- 
noon session on the risks involved in 
pension planning and weighed the re- 
spective cost elements of insured and un- 
insured pension plans. The final speaker 
on the conference session was Dwight 
J. Thomson, vice president and director 
of industrial and public relations for 
the Champion Paper and Fibre Co. of 
Hamilton, O., who told those present 
why his company had chosen an in- 
sured benefit plan and how it has op- 
erated successfully since it was created 
in 1946. The conference, which was of- 
fered by the life insurance men as a 
public service, closed with a question 
and answer period in which both speak- 
ers and guests participated. This part 
of the session was handled by Mal H. 
Ritchie, president of the Cleveland As- 
sociation, and Lloyd H. Feder, chairman 
of the local pension conference com- 
mittee. 





LOANS BY COMPANIES 


New York Life has bought from Cali- 
fornia Water Service Co. San Jose, 
$1,600,000 344% first mortgage bonds due 
in 1975. Proceeds will be used for new 
construction. 

Mutual Life of New York has made a 
loan of $275,000 on first mortgage bonds 
of the Parish of St. Dominic’s, Denver, 
Col., for construction of a parochial 
school. 


Everett B. Edgerton Joins 
Bankers National as G.A. 


Bankers National Life, Montclair, N. 
J., has recently appointed Everett B. 
Edgerton as its general agent for Cald- 
well, N. J., and he is off to a good start. 
In addition to personal production he 
will build and maintain an agency. 

He joins the Bankers National sales 
force after a number of years’ experience 
on the Pacific Coast which included the 
sales managership of the Beneficial 
Standard of Los Angeles. In all Mr. 
Edgerton has been in the life insurance 
business 24 years, starting with the Mu- 
tual Life of New York as an agent. 
With that company he was district man- 
ager in Paterson, N. J. for four years 
before World War II. 





HOLDS MANAGERS’ CONVENTION 





Pennsylvania Life, Health & Accident’s 
Meeting Was at Miami Beach; Lar- 
son and Faircloth Are Guests 


The Pennsylvania Life, Health & Ac- 
cident Insurance Co. of Philadelphia, 
held its 1950 district managers’ conven- 
tion at the San Souci Hotel, Miami 
Beach, recently. 

Seventy-four managers from Pennsyl- 
vania, Delaware and Florida, together 
with the company’s supervisory staffs, 
attended. 

Among the special guests were J. Ed- 
win Larson, Florida Commissioner of 
Insurance, and E. A. Faircloth, Deputy 
Commissioner. All the officers of the 
company also attended the week-long 
meeting. General chairman of the con- 
vention was H. Zachary Miller, vice 
president. 

Florida hosts to the delegates were 
S. D. Winn and M. P. Calver, Pennsyl- 


vania Life’s Florida state supervisors. 


Heads Winnipeg Branch 


Appointment of Richard C. Diffen- 
baugh as manager of the Winnipeg 
branch office of New York Life has been 
announced by Dudley Dowell, vice presi- 
dent in charge of agency affairs. He 
succeeds A. T. Forsythe who died in 
May. 

Mr. Diffenbaugh has been associated 
with New York Life since 1946, when 
he became an agent of the Winnipeg 
branch. He has been a member of the 
Nylic Star Club, an organization of the 
company’s leading agents from through- 
out the United States and Canada. In 
November, 1949 he became assistant 
manager at the Winnipeg branch. 





Hancock Appointments 


The John Hancock has appointed Re- 
gional Supervisor James J. O’Meara as 
the new manager of the company’s New 
York No. 5 district office. Otto G. 
Schwandt has been named _ regional 
supervisor of the West Central territory, 
succeeding Mr. O’Meara. Both appoint- 
ments became effective July 1. 

Mr. O’Meara, who succeeds the late 
Walter Winkle in New York, was an 
agent and assistant district manager in 
the Greater New York territory for 14 
years before becoming regional super- 
visor. 

Mr. Schwandt has been assistant man- 
ager of the Hancock’s district office at 
North St. Louis. 





S. C. ASS’N ELECTS 


Robert H. Lovvorn, of Columbia, has 
been elected president of the South 
Carolina Underwriters’ Association. Dan 
Turbeville, Sumter, was named executive 
vice president; J. Harold Hudson, 
Greenville; Wysong Cox, Florence; R. 
J. Hunt, Lancaster; L. T. Adams, Green- 
wood, and W. H. Neck, Charleston, re- 
gional vice presidents. 





HE STRENGTH AND CHARACTER 
of the Sun Life Assurance Company 
of Canada reflect the approval of 
one and a half million 


policyholders the world over and the 


public confidence in the sound principles 
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of service on which 


the Company is founded 


CANADA + MONTREAL 


Made Mutual Life Trustee 


ROGER HULL 


Roger Hull, who was recently named 
executive vice president of Mutual Life 
of New York, has been elected a mem- 
ber of the board of trustees. 

Executive vice president of the com- 
pany since March, Mr. Hull has been 
with Mutual Life during his entire busi- 
ness career. He joined the company in 
1928 as a field representative in Merid- 
ian, Miss., later becoming agency mana- 
ger in Nashville. In 1938 he was ap- 
pointed to the home office staff as as- 
sistant superintendent of agencies. In 
1941 he was advanced to vice president 
and manager of agencies, the position 
he held until his election as executive 
vice president. 





Huebner Foundation Awards 


The largest number of fellowship and 
scholarship grants to be made, in a single 


year has been announced by the admin- 
istrative board of the S. Huebner 
Foundation for Insurance Education. 
These grants, which vary in amount 
from $200 to $2,100, have been made to 
seventeen persons for the purpose of en- 
abling them to pursue graduate study in 
insurance for the Ph.D. degree in order 
to prepare for insurance teaching careers 
in colleges and universities. 


These grants are made_ possible 
through the financial support of more 
than 100 life insurance companies under 
the sponsorship of a cooperating com- 
mittee, which is under the chairmanship 
of Thomas I. -Parkinson, president, 
Equitable Life Assurance Society. 





BROOKLYN ACADEMY COURSE 

The next life insurance course of the 
Brooklyn Academy will be held at 182 
Henry Street, July 26, 31, August 2, and 
7. Each session will start at 6:00 p.m. 
and end at nine o’clock. Students at- 
tending this course will be prepared for 
the state examination that will be given 
on August 15, 

All former students of Brooklyn 
Academy as well as subscribers to the 
general insurance guide are invited to 
attend without incurring any charge or 
obligation. 





HEADS LANSING DISTRICT 

Appointment of Florian M. McGraw 
as head of The Prudential’s Lansing, 
Mich., district office was announced by 
James E. Rutherford, vice president. Mr. 
McGraw replaces William C. Young who 
has retired after having held the Lansing 
post for the past 23 years. 

Mr. McGraw is currently a member 
of the supervisory staff of the insurance 
firm’s district office at South Bend, Ind. 
He joined the company there as an 
agent in 1931. 
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Life Institute of Canada 
Elects W. J. Adams, President 


At the annual meeting.of the Life In- 
surance Institute of ‘Canada, W. J. 
Adams, FSA, secretary of Canada Life, 
was elected president for 1950-51. Other 


‘officers elected were: P. McDonald, as- 
‘sistant general manager and secretary, 


Crown Life, as first vice president; H. 
L. Guy, CBE, assistant general mana- 
ger, Mutual Life of Canada, second vice 


‘president; and T. M. Sargant, agency 


auditor, North American Life, secretary- 
treasurer. 

J. L. McLachin, secretary of Confed- 
eration Life, the retiring president, re- 
ported that membership in the Institute 
last year totaled 2,053, an all-time high 
since it was organized in 1936. As part 
of its service to the life insurance indus- 
try in Canada instructional courses and 
examinations were sponsored for those 
employes of the more than 35 companies 
who were interested in gaining a better 
knowledge of their business. More than 
1,000 candidates wrote over 3,300 ex- 
amination papers, a considerably greater 
number taking part in this endeavor 
than in any previous year. 





3 
Penn Mutual Conference 


‘Penn Mutual Life held a tri-state con- 
ference of three of its western agencies 
recently at Bright Angel Lodge on the 
South Rim of the Grand Canyon in 
Arizona. The three agencies meeting 
were those of Todd W. Bechtol, Salt 
Lake City; Mel Fickas, Phoenix; and 
Charles Schatz, Albuquerque. 

There were three discussions forums, 
one on “How I Organize My Time,” 
the leaders being William Wisdom, 
Phoenix; Jack Paul, Salt Lake; and 
William Winchester, Albuquerque. The 
second forum was “How I Get Names,” 
discussion leaders being Glenn Wood, 
Phoenix; Edward Digneo, Albuquerque 
and Gordon Simpson, Salt Lake. The 
third forum was “How I Make Appoint- 
ments,” led by Jack Williams, Phoenix 
and George Robinson, Salt Lake. 

Jack Williams gave a talk on “Orphan 
Policyholders” and Mel Fickas had for 
his subject “Making Them Like You,” 
and Glenn Wood spoke on “Cold Can- 
vass.” 

Vice President John M. Huebner came 
from the home office to discuss “Under- 
writing Today,” and Vice President Eric 
G. Johnson spoke on “Today’s Life Un- 
derwriter.” 

The problems of a second year in the 
life insurance business was the theme 
of Charles Woodruff, Salt Lake, and 
Gordon Maxson, Albuquerque, demon- 
strated “Telephone Short Cuts.” 

Members of the Salt Lake City agency 
produced a panel on the retirement in- 
come sales talk and on the mortgage 
protection sales talk. 


U. S. Life Dial System 
Throughout Home Office 


As a result of the recent growth and 
expansion of United States Life, and. in 
the interest of greater efficiency and 
smoother operation, the company has 
installed through the home office, a 
new, automatic dial telephone system. 

To acquaint the entire home office 
staff with the operation of the new 
system, small groups of employes as- 
sembled for one-quarter hour intervals 
for two days to see and hear a demon- 
stration of how to handle inter-office 
calls and outgoing local and long dis- 
tance calls. These sessions were con- 
ducted by a representative of the Tele- 
phone Company. All extensions in the 
company may now be dialed just as on 
a home ‘telephone. Because the new 
system is automatic, the company’s 
switchboard operators can now give bet- 
ter: service to all incoming and outgoing 
callers. The turnover from the previous 
system of manual service to the new 
automatic dial service was done on a 
weekend, putting the operation into ef- 
fect the following Monday morning for 
the entire home office. 





Honor BMA at Centennial 


The night of June 29 was designated 
as Business Men’s Assurance Company 
Night at the historical spectacle, “Thrills 
of a Century,” which is being produced 
in connection with the Centennial Cele- 
bration of Kansas City, Missouri. The 


production is a three hour dramatic 
history of the birth and growth of 
Kansas City and is staged in the new 
Starlight Theatre in Swope Park. 


BMA Night at “Thrills of a Century” 


was designated in honor of the support 
the company has given to the centennial 
celebration. 

Chairman W. T. Grant, the guest of 
honor and a trustee of the Centennial 
Association, was presented to the Queen 
of the Centennial and Miss United 
States, along with their attendants. Fol- 
lowing ceremonies, Chairman Grant ex- 
tended a brief message of congratula- 
tions to the president of the association 
and his officers on the interest that has 
been shown in the many features of the 
association’s two month’s program. 


Pacific Mutual Passes 
Billion in Force Mark 


Pacific Mutual Life recently passed 
the billion dollars in force mark. In a 
message to the company’s own general 
agents, President Asa V. Call directed 
attention to the figure by merely stat- 
ing, “You are now working on your sec- 
ond billion dollars in force.” 

Pacific Mutual, originally founded in 
es has been headed by Mr. Call since 
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Yo Life Underwriters... 


You can create new business and increase present 
volume by persuading your clients to finance their Life Insurance Premiums through 
THE CHASE LIFE INSURANCE PREMIUM BUDGET PLAN, 


1. Your client signs a note for the total 
amount he would usually pay at 
the quarterly rate to carry his life 


insurance for one year. 


2. The Chase pays your client’s premi- 
ums for a full year in advance. 


PRINCIPAL FEATURES: 


3. Your client repays the Chase in 
convenient monthly installments, 
over a period of one year, at the 


same total cost, in most instances, as 


his insurance charges would be if 
he paid them on a quarterly basis. 


Our folder, THE CHASE LIFE INSURANCE PREMIUM BUDGET PLAN, is 
available in quantities to underwriters for distribution to their policyholders. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


52 Cedar Street 


Member Federal Deposit Insurance Corporation 
Consumer Credit Department 
Telephone HAnover 2-6000 


_ New York 15 
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Louis Lipsky Honored 
By Eastern Life of N. Y. 


ITS PRESIDENT FOR 20 YEARS 





Officers, Directors and Staff Present 
Him With Bronze Plaque in Recog- 
nition of Anniversary 





Upon his recent 20th anniversary as 
president of the Eastern Life Insurance 
Co. of New York, Louis Lipsky was 
given outstanding recognition for his 
devotion to the company. At a dinner 
held in his honor the officers, directors 


Abraham Krumbein (left), Louis Lipsky 


and staff joined in presentation to him 
of a bronze plaque on which the follow- 
ing was inscribed: 

“Members of the board of directors, 
officers and staff of the Eastern Life In- 
surance Co. of New York, congratulate 
Louis Lipsky upon his 20th anniversary 
as president of the company, and ex- 
press recognition of his efforts in ad- 
vancing the company to a position of 
high dignity and prestige in the life in- 
surance fraternity. (Signed by Harry 
Yarin, secretary). 

Abraham Krumbein, vice president and 
a director of the Eastern Life, made the 
presentation of this plaque to President 
Lipsky. Under his leadership the com- 
pany has showed steady progress in 
production as well as financial position. 
A considerable improvement was shown 
last year in both departments and this 
year the picture is even brighter. Wit- 
ness that for the first six months of 
1950 the Eastern’s increase in new paid- 
for production was 70.5% compared with 
the same period of 1949. 

Recognition is also paid to President 
Lipsky for his untiring efforts over the 
last 20 years in bringing important men 
into the Eastern Life organization. 


Dr. J. M. Kieran Joins Mutual 


Dr. James M. Kieran has joined Mu- 
tual Life of New York as physician in 
charge of the employe medical clinic. A 
son of John Kieran, editor of Informa- 
tion Please Almanac, he received his 
degree from Columbia Medical School 
in 1944 and interned at Bellevue Hos- 
pital, New York, where he will continue 
as an attending physician. In World 
War II he was a captain the U. S. 
Army Medical Corps. 








Vincent Cullin President 
Vincent Cullin, Chicago Title & Trust 
Co., was elected president of the Chicago 


Life and Trust Council on June 29. 
Other officers elected are Joshua B. 
Glassner, Continental Assurance, vice 


president: W. O. Heath, Harris Trust 
& Savings Bank, treasurer, and Roland 
D. Hinkle, CLU, Equitable Society, 
secretary. 





Aetna Life Meeting 


(Continued from Page 4) 


portance of good public relations, L. K. 
Babcock, secretary, declared that the 
growing threat of government invasion 
of the insurance field will become real 
only if the public believes or can be 
persuaded that government bureaus can 
do a more efficient job than private in- 
surance companies. 

“By the service we perform,” Mr. Bab- 
cock told the Regionnaires, “we must 
convince the American public that bu- 
reaucracy cannot duplicate or approxi- 
mate the many services now offered and 


being rendered by private insurance 
companies.” 
Arthur L. Zepf of Toledo, Ohio, 


opened the second day’s business ses- 
sion with a discussion on prospecting 
with the estate control plan, pointing 
out the value of referred leads and em- 
phasizing the vast distinction between 
a list of names and a list of true pros- 
pects. 

Ninety-five per cent of his policyhold- 
ers, Mr. Zepf stated, came from re- 
ferred leads and, more particularly, by 
means of the company-sponsored first 
interview prospecting technique. To 
prove the system worked under any cir- 
cumstances, he said that en route to 
the meeting he stopped in Montreal 
where he has no contacts, secured sev- 
eral referred leads, and obtained from 
these total strangers the data necessary 
for an insurance program. 

mson’s Talk 

In building a well-rounded business, 
Wetherbee Lamson of Lowell, Mass., 
told the Regionnaires a salesman should 
continually increase his knowledge, en- 
gage in community activities, have a 
strong regard for the prospect’s welfare, 
and develop a fundamental sales story. 

Salesmen should strive to place them- 
selves in situations where any type of 
life insurance may be a solution, con- 
tinued Mr. Lamson, adding that the 
solution should not be presented until 
competent counsel—from the _ general 
agent or other experienced insurance 
man—had been secured. Being able to 
fit easily into almost any kind of social 
or business situation is another require- 
ment for a well-rounded business, he 
stated. 

N. Y. Agent on Estate Control 

Philip J. Adams of New York City 
described the sales system, built around 
the company’s estate control plan, which 
had made him one of the Aetna Life’s 
leading producers. 

Starting with a pre-approach letter 
followed by a telephone call for an ap- 
pointment, Mr. Adams declared he 
stressed the completion of the data sheet 
on an irreducible minimum basis, re- 
gardless of whether the requirements 
fell below the point where more insur- 
ance was needed. “This concept,” he 
pointed out, “adds to the sales effec- 
tiveness because of the sincerity of the 
salesman which is reflected to the pros- 
pect.” 

Use of ’Phone by Newark Agent 


In a talk on business life insurance as 
a 1950 opportunity, G. W. Manhold of 
Newark, N. J., stated he secured inter- 
views with 50% of the prospects whom 
he telephoned for an appointment after 
sending a pre-approach letter. 

Mr. Manhold said he opened the inter- 
view with a leading question and then 
used the company sales material. In 
talking with the prospect, he declared, 
he stressed the reserve built up in the 
life insurance policy as it became part 
of the business property of the indi- 


-vidual. 


Robert B. Coolidge, vice president, 
who was the final speaker, complimented 
the Corps of Regionnaires upon the 
large number of qualifiers in spite of 
the substantially increased requirements. 
Expressing gratification for the increase 
in new business during the first five 
months of 1950, Mr. Coolidge declared 
that “indications for the balance of the 
year and for the future of life insurance 
are extremely favorable. 

“With our rapidly expanding economy 
and with the constantly increasing need 
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RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
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Married - Single Averages 


(Continued from Page 4) 


to $5,000 buys an average policy of 

$5,700 ; 

The $5,000 to $10,000 income group 
averages $9,000 per purchase; 

Buyers with incomes over $10,000 
purchase an average of $16,000. 

As to occupation, wholesale and re- 
tail trade, manufacturing and _profes- 
sional men are best by numbers and vol- 
ume. 


The fact that it is easier to sell the 
man who already owns life insurance is 
certainly borne out by this study. 


“The highest average sales were made 
to buyers who owned life insurance in 
‘this and other companies,” said Mr. 
Hanson. “Apparently, the more a buyer 
owns, the more he is likely to buy. 


“The section on National Service Life 
Insurance brought out an_ interesting 
sidelight. The 13% of buyers who have 
the entire $10,000 of National Service 
Life Insurance account for 19% of the 
volume, buying a much larger than aver- 
age policy. The 5% of buyers who have 
less than $10,000 National Service Life 
buy policies which are smaller than aver- 
age. 

Prospecting Control 

“What can this information I have 
been citing mean to you? Except for 
the life insurance a man owns, which 
you usually can’t determine until your 
interview—all the other factors I men- 
tioned: age, marital status; income and 
occupation, can be largely controlled at 
the prospecting level. 

“The record of our own top Life 
Leaders who average 72 paid cases a 
year is a reminder that we want to 
write some life insurance on younger 
people as a reservoir of future business, 
that we want frequent sales to con- 
stantly keep that selling edge sharp. 
Those things we want for maximum ef- 
fectiveness, but, in addition, we can 
boost our average premium per sale, 
boost our average size policy by direct- 
ing more of our prospecting activity into 
the channels that paid off best in 1949, 
and you are proving that fact to us 
every day. 


Blosser and Hill Now 
J. A. Hill and Associates 


The firm name of Blosser and Hill, 
general agent in northwestern Ohio for 
Aetna Life has been changed to Yohn 
A. Hill and Associates. Associates of 
Mr. Hill are Samuel G. Carson and 
Harry J. Drees, who are associate gen- 
eral agents, and James Ford, manager 
of the Group department. 

Clyde E. Blosser retired from active 
business several years ago. Since Mr. 
Hill joined the partnership in 1936, the 
firm has increased its premium income 
several times. The figure now is in ex- 
cess of $7,000,000 a year. 

John A. Hill and Associates has branch 
offices in Sandusky, Mansfield, Tiffin and 
Bucyrus, Ohio. A new branch office in 
Lima is being established. 








of individuals and of business organiza- 
tions for greater security,” Mr. Coolidge 
pointed out, “new business should con- 
tinue its upward trend for some time to 
come. 

General Agents Gilbert V. Austin, 
CLU, of Brooklyn, N. Y., and Louis W. 
Sechtman, CLU, of New. York City 
served as chairmen at the business ses- 
sions, 














The 
United States Life 
Insurance Company 


This is the Centennial Year of a sub- 
stantial growing company offering un- 
usual opportunities to agents and brokers. 





Our portfolio offers CompLere Life, 
Accident & Health, Hospitalization, 
Group coverage. For example, nearly a 
score of Accident & Health policies are 
included. Brokerage and surplus busi- 
ness are specialties of this company. 





A new and unusual policy offered in the 
first year of our second century is the 
Centennial Income Agreement, embody- 
ing many highly salable talking points. 





New ideas, new plans, new opportuni- 
ties for alert and diligent agents are 
giving The United States Life unusual 
growth. The years ahead hold great prom- 


ise for this company and its associates. 


The 
United States Life 


INSURANCE COMPANY 
IN THE CITY of NEW YORK 


84 WILLIAM ST. * NEW YORK /7,N. Y. 
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Connecticut General 
Expands Group Program 


ALL AT COMPANY’S EXPENSE 





Pays as Much as $5,000 of Hospital- 
Surgical Costs; Larger Maximum 
Surgical Expense Limit 





President Frazar B. Wilde of Connec- 
ticut General Life Insurance Co., Hart- 
ford, Connecticut, announced today four 
additions to the Group insurance pro- 
gram for its own salaried staffs, both in 
home office and agency offices, all en- 
tirely at the company’s expense. One 
is coverage against unusually heavy 
costs of illness or accidental injury, in 
which the company will pay as much as 





Equitable Society Holds 
Regional Field Meetings 


The north central division of Equi- 
table Life of New York under direction 
of Walter L. Gottschall, director of 
agencies, with headquarters in Chicago, 
June 30 started a series of 20 educa- 
tion field conferences extending into 
September. Each is to run several days 
and will have a home office representa- 
tive present. 

The first was scheduled for June 30- 
July 3 by the E. K. Keating agency of 
Minneapolis, held at Minahi Lodge, 
Kenora, Ontario. Two more meetings 
are scheduled in July. July 23-25 the 
Samuel Lustgarten agency of Chicago 
will meet at the Edgewater Hotel, Madi- 
son, Wis., with F. R. Amthor, chief of 
agency training at the home office in 
attendance, and on the same dates the 
C. G. Eklund agency of Detroit will meet 
at Gratiot Inn, Port Huron, Mich., with 
L. G. Owns, agency assistant to Mr. 
Gottschall, on hand. 

August conferences scheduled are: 
August 10-12, R. C. Hageman agency, 
Cincinnati, at Edgewater Beach Hotel, 
Chicago, Mr. Gottschall attending. Aug- 
ust 13-15, C. L. Lundgren agency of 
Detroit, at Grand Hotel, Mackinac 
Island, Mich. Mr. Gottschall present. 
August 14-16, Herman Moss agency, 
Cleveland, at Bedford Springs Hotel, 
Bedford, Pa. N. Klem, second vice 
president attending. August 20-22, R. M. 
Thykeson agency, Grand Rapids, at 
Grand Hotel, Mackinac, A. B. Dalager, 
second vice president present. 

August 20-22, B. Farr agency, 
Minneapolis, at Breezy Point Lodge, 
Pequot Lakes, Minn., Mr. Gottschall. 
August 21-24, C. L. York agency, Toledo, 
South Shore Inn, Syracuse, Ind. Mr. 
Owens. August 24-26, L. Hansen 
agency, Sioux Falls, S. D., at Sylvan 
Lakes Hotel, Custer, S. D. August 24-26, 
G. J. Woodward agency, Columbus, O., 
at Edgewater Beach Hotel, Chicago, Mr. 
Gottschall. August 27-30, Fred Israel 
agency, Chicago, Schwartz Hotel, Elk- 
hart Lake, Wis., Mr. Owens. August 
28-31, F. Taylor agency, Indianapolis, 
Gratiot Inn, Port Huron, Mich. 

Seven gatherings are to be held in 
September: September 5-7, W. 
Streeter agency, St. Paul, Northnaire 
Hotel, Three Lakes, Wis, C. B. 
Metzger, second vice president. Septem- 
ber 6-8, M. J. Beckers agency, Flint, 
Mich., General Broch Hotel, Niagara 
Falls, Mr. Amthor present. September 
6-8, combined meeting of E. C. 
Wentcher and W. V. Woody agencies, 
Chicago, at King’s Gateway Lodge, 
Land O’ Lakes, Wis., Vincent S. Welch, 
executive vice president, attending. Sep- 
ember 7-10, W. J. Hohn agency, Saginaw, 
Mich. Grand Hotel, Mackinac, Mr. 
Owens. September 8-10, Lee Wanding 
agency, Milwaukee, King’s Gateway 
Hotel, Land O’ Lakes, Wis. September 
15-17, W. O. Flaten agency of Chicago. 


PLANS NEW BUILDING 
Pan American Life, New Orleans, has 
applied to the city division of regulatory 
inspections for a $2,000,000 building per- 
mit. The company plans the construc- 
tion of a six-story office building at 
2418 Canal Street. 





$5,000 of the costs of care in excess of 
the regular hospital and surgical ex- 
pense benefits. 


“Catastrophe Insurance” 


The coverage, called “catastrophe in- 
surance,” will provide benefits in ill- 
nesses or accidents in which the em- 
ploye himself has become involved in 
long and expensive treatment. When 
bills for a single illness or accident have 
amounted to 10% of his annual salary 
in excess of the benefits of his regular 
Group insurance or Workmen’s Com- 
pensation the company will step in and 
help. It will pay 75% of all further bills 
up to the maximum of $5,000. 


The company plans to study its ex- 
perience in giving the coverage to its 
own employes with a view to the pos- 
sibility of adding it in the future to the 
forms of protection it sells. 


Extends Hospital and Surgical Benefit 


In another phase of its new Group in- 
surance program the company an- 
nounced it was extending its hospital 
and surgical expense insurance to all 
retired members of the organization, as 
well as to its active employes. Retired 
members of the staff will be entitled to 
the same scale of benefits, but with the 
provision that the company will pay al- 
together a maximum of $1,000 for sur- 


gical and hospital bills of a retired em- 
ploye and an additional $1,000 in all for 
the bills of his family members. 

The other two features announced are 
an increase in the maximum limit of 
the surgical expense coverage for active 
and retired employes from $150 to $240 
and a liberalization of a ‘plan whereby 
the company pays part of the doctor’s 
bills for its employes for non-surgical 
treatment. 

The new features announced today 
will be in addition to the previous Grou 
life insurance programs, -retirement 
plan, hospital expense insurance and sal- 
arv continuation plan during periods of 
disability. 
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@LIFE INSURANCE 








@ HE RELAXES 


While light on copy and light in treatment, this series of adver- 


tisements on the living values of life insurance is a serious tribute 


to every life underwriter in the business who is helping people to 


understand and to use life insurance to solve life’s financial 


problems. 


HomE LirE INSURANCE Co. 
256 Broadway, New York, N. Y. 


A Career Undeoruriters’ Company” 
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GROUP AND PENSIONS FIELD 

DEMANDS MORE ACTUARIES 

Because so many companies are plan- 
ning to enter the Group and Pensions 
field a problem which confronts them 
is how much of an increase in the 
actuarial staff will be required after they 
have entered the new field. It is a ques- 
tion also of interest to any one re- 
cruiting college students who is in com- 
petition with purely Ordinary companies. 

A recent study of this subject by E. 
B. Whittaker, vice president of The 
Prudential in charge of Group insurance, 
has been concluded. 

Mr. Whittaker wrote to actuaries of 
the other six large companies which 
have been doing an active Group and 
Pension business for the last 20 years 
and asked them if they would divide 
their Fellows into three classes. Class I 
included all Fellows of the Society work- 
ing on general actuarial work, including 
underwriting but excluding Group and 
Pensions. Class 2 included actuaries 
working on Group and Pensions in any 
capacity, sales or actuarial. Class 3 in- 
cluded actuaries performing jobs not 
ordinarily associated with the actuarial 
department. The results for the seven 
companies are these: Class 1, 95%; 
Class 2, 62%%; Class 3, 29. 

That table is best answer to the 
actuarial personnel question propounded 
by deducting from the total number of 
actuaries those working on non-actuarial 
work. This shows that the number of 
95% actuaries in Class 1 has to be in- 
creased by 62%4 actuaries in order to 
do the Group and Pension business, an 
65.4%. In round numbers, 
therefore, it can be stated that a com- 
pany must be prepared to increase its 
actuarial staff by two-thirds if it is to do 
an adequate job in the Group business. 

“Most of us in the Group business,” 
Mr. Whittaker concluded, “admit freely 
that we could use a lot more actuaries.” 


increase of 





MORTGAGE MARKET 
INVESTMENTS 
Insurance companies are becoming in- 
creasingly important as investors in resi- 
dential, commercial and industrial prop- 
erties and are a significant factor in the 
mortgage market as a whole, according 
to a study of urban mortgage lending 
by life companies published by the Na- 


tional Bureau of Economic Research. 


Their urban and farm mortgage hold- 
ings rose from $7.6 billion, (which was 
16.2% of all mortgage debt outstanding,) 
to 8.5 billion, or 16.9% of the amount 
outstanding, between 1929 and 1947. 

The study was made by Dr. Raymond 
J. Saulnier, professor of economics at 
Barnard College, Columbia University, 
who is a director of the National Bu- 
reau’s finance research program. The 
study was conducted with grants of 
funds to the National Bureau by the 
Association of Reserve City Bankers, 
Life Insurance Association of America 
and Rockefeller Foundation. 

In this field the importance of the 
insurance companies is greatest as lend- 
ers on urban nonresidential property. 
Estimates indicate that they held about 
40% of such mortgages outstanding at 
the end of 1945. In contrast, they held 
14% of all urban residential mortgages 
and 16% of all farm mortgages. 

Since 1938, life companies have held 
from 7 to 13% of all mortgages on one 
to four-family properties and from 14 
to 23% of the mortgage debt on larger 
residential structures. The financing of 
specialized commercial and_ industrial 
properties is done largely through life 
insurance companies. In 1945 more than 
80% of all companies held some urban 
mortgages, and more than 90% of all 
companies with admitted assets of $1,- 
000,000 and over were urban mortgage 
lenders. 

The average rate of interest received 
on portfolios of urban mortgage loans 
at the end of 1946 was 4.5% on one to 
four-family properties and 4.2% on in- 
come-producing properties. Interest rates 
on loans of all property types tended 
to be higher on loans with no amortiza- 
There was a_ distinct 
tendency for interest rates to be lower 
on loans of long maturity than on those 
of short contract length, and interest 
rates on loans secured by _ properties 
other than the one to four-family type 


tion provision. 


‘tended to be lower on the larger loans. 





James P. Moore, Jr., of the Pru- 
dential home office staff, has been as- 
signed to conduct a survey of manage- 
ment procedures in the New Jersey De- 
partment of Purchases and Property, at 
the request of the New Jersey Tax- 
payers Association to help reduce the 
cost of government in the state and to 
determine more efficient and economical 
operations. 








Dr. Thomas R. Goethals (left), Manuel L. Camps and Col. Robert G. Gard 


M. L. Camps, general agent, John Hancock, New York City, at a ceremony in 
West Point, presented to the U. S. Military Academy on behalf of the John Han- 


cock, a portrait of the late Major General George Washington Goethals. 


It was 


painted by Robert Fawcett, well known artist, for the Hancock’s current American 
Folk Series advertisements. Painting was unveiled by Dr. Thomas R. Goethals, Bos- 
ton, son of the Panama Canal hero, and it was accepted for West Point by Colonel 


Robert G. Gard, acting superintendent of the Academy. 


Mr. Camps said: 


In his presentation 


“You are a military man, I am a business man, representing a financial institu- 
tion. Yet, because you are an American military man, your concern with national 
security goes far beyond the purely military aspects. And because we are American 
business men, our concern with national security goes beyond the purely financial 


aspects. 


Both of us are interested, above all, in the broad moral and spiritual 


values which make our country great. That is how it happens that an American 
company, in the course of its daily affairs, has brought into being a painting which 
the United States Military Academy deems worthy of preserving for posterity.” 





James F. Corroon, president of Cor- 
roon & Reynolds, New York, has been 
elected a director of Companion Life of 
New York, the companion company of 
Mutual Benefit Health & Accident of 
Omaha. Mr. Corroon is also vice presi- 
dent of American Equitable Assurance 
of New York, Globe & Republic, Mer- 
chants & Manufacturers, New York 
Fire, Central Fire and the 92 William 
Street Building Corp. He has been in 
the insurance business for the past fifty 
years. 

x * x 

Harry R. Kendall, chairman of the 
board of Washington National Life, and 
George R. Kendall, president, respective- 
ly father and uncle ef the late Curtis 
Patterson Kendall, formerly executive 
vice president of the company who died 
July 4, 1949 cutting off a most successful 
life insurance career, have provided a 
substantial amount of money for the 
endowment of Evanston (IIl.) Collegiate 
Institute in memory of Curtis Patternson 
Kendall and the directors of the Insti- 
tute have changed its name to Kendall 
College. 

* * * 

Clinton Allen, executive vice president 
of Aetna (Fire), has been elected a trus- 
tee of the Society for Savings, Hart- 
ford, Conn. This bank has assets of 
more than $150,000,000. Mr. Allen is 
also a director of the Phoenix State 
Bank and Trust Co. and of Hartford 
College of Insurance. 

* 


George A. Novell, of the Jack White 
general agency of The Prudential, Los 
Angeles, was named as one of the out- 
standing Los Angeles salesmen in all 
lines at the recent meeting of the Sales 
Executive Club of Los Angeles. 

* x 


Robert J. Simms, general agent, Prov- 
ident Mutual Life, Haverford, is the 
new first vice president of the Philadel- 
phia Junior Chamber of Commerce. 


Martin B. Williams of Richmond, Va., 
executive director of the Life Insurers 
Conference, has had state-wide activity 
during June as chairman for Virginia 
of the Independence U. S. Savings Bond 
drive. The focal point of interest in this 
drive was the replica of the original 
Liberty Bell, the unveiling of which took 
place on the grounds of the Richmond 
home of the late Chief Justice John 
Marshall, U. S. Supreme Court. His 
home was selected, Mr. Williams says, 
because the original bell was cracked as 
it was being rung to announce his 
death. At the unveiling ceremony an 
interested spectator was 7-year old Ann 
Horsley, a direct descendant of Carter 
Braxton of Virginia, one of the original 
signers of the Declaration of Independ- 
ence. Mr. Williams and his Savings Bond 


committeemen took the Liberty Bell 
replica on tour throughout Virginia. 
* * x 


Theo. P. Beasley, president of Repub- 
lic National Life of Dallas, has been 
appointed a member of the Business As- 
sociates of the School of Business of 
Texas Christian University at Ft. Worth, 
according to a recent announcement by 
Dean Ellis M. Sowell. Dean Sowell 
mentioned that Mr. Beasley, who is a 
director of the Dallas Community Chest 
and of the Dallas Chamber of Com- 
merce, is the third associate to be ap- 
pointed. 

x * x 

J. S. Higdon, president, Business 
Men’s Assurance, has been elected to 
the board of trustees of Park College, 
in Parkville, Mo. Mr. Higdon’s term 
will be for ten years. The board is com- 
prised of 24 members. 


ee 


H. P. Skoglund, president of the 
North American Life & Casualty of 
Minneapolis, has been reelected a trustee 
of Luther College, Decorah, Iowa. 
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The election of Robert E. Dineen as 
vice president of the Northwestern Mu- 
tual Life with which company he will 
assist President Edmund Fitzgerald in 
coordinating the insurance and under- 
writing sections of the company, put the 
concluding touch on a flood of rumors as 
to where the New York Superintendent 
would go after leaving the Department. 
As one of the most dynamic figures who 
has ever held a post of Insurance Com- 
missioner the interest in where he in- 
tended to devote his future activities 
was great. As Mr. Dineen had been 
Superintendent since 1943 the first 
speculation was whether he would con- 
tinue in office if Governor Dewey ran 
for reelection. He isn’t going to run. 
Almost unanimous political opinion was 
that if Dewey were to be a candidate 
he would be reelected and in that event 
Dineen could continue in office if he 
wanted to, but the Superintendent in 
private talks with insurance men dur- 
ing recent months said he thought he 
had done his chore. He began to receive 
offers not only in the insurance field 
but from the law offices, one of the 
proposals made to him being to become 
a partner in a leading law firm of New 
York. 

In meantime, Mr. Dineen’s banquet 
talks and those made on some other oc- 
casions began to indicate he would con- 
tinue in the insurance field as he fre- 
quently praised the insurance business. 
Most of the rumors were that he would 
become general counsel for a large com- 
pany and these rumors became so 
numerous that they finally became such 
an old story that the reporters stopped 
calling up the companies to ask if they 
were negotiating with the Superintend- 
ent. One of the rumors which was going 
full swing when the Commissioners 
reached Quebec-was that he had been 
approached by American Mutual Al- 
liance and offered a whopping big salary 
to go with that outfit. This rumor started 
because the American Mutual Alliance’s 
general counsel, Al Gruhn, is not in 
good health and did not attend the 
Quebec convention of the State Insur- 
ance Departments. A leading lawyer of 
an AMA company told the writer at 
Quebec that he knew of no offer which 
had been made to Mr. Dineen, and that 
Mr. Gruhn’s connection with AMA was 
not being changed as far as he knew. 
“Al’s physical condition is not good, but 
mentally he is as keen and reliable as 
ever,” he said. 

Mr. Dineen and Edmund Fitzgerald 
have been friends ever since the North- 
western Mutual’s president met the New 
York State Superintendent. They hit it 
off personally and their ideas click. 


Now that the annonucement of 
Dineen’s future operations has _ been 
made the rumor factory has started 
as to who will be appointed his suc- 
cessor by Governor Dewey. The current 
rumor is that John C. Stott, Norwich, 
N. Y., agent, and past president of the 
National Association of Insurance 
Agents, is having a number of sponsors 




















for the post. He is a man of ability, 
an unusually good insurance agent and 
is held in high regard. 

Before coming to New York City 
Mr. Dineen was living in Syracuse, 
where for 17 years he was a trial lawyer. 
Although of Irish descent his father, 
Laurence Dineen, was born in London; 
and came to this country on a sailing 
ship when nine years old. Laurence 
Dineen became an apprenticed brick- 
layer; later superintended construction 
jobs and finally became a small con- 
tractor. 

“Bob” Dineen’ attended Franklin 
School at Syracuse and Christian Broth- 
ers Academy there, graduating from the 
latter in 1920. He then went into and 
was graduated from Syracuse Uni- 
versitys School of Law. He ranked 
among the first three students, and be- 
came a member of Phi Delta Phi. 


His first work after leaving the uni- 
versity was in the Syracuse office of the 
Aetna Affiliated Companies working 
under the late William H. Foster who 
was general attorney there of those com- 
panies. After a year with the Aetna 
he worked for the Lumber Mutual Casu- 
alty of New York in its claim division 
at Syracuse. His principal duties were 
handling of Workmen’s Compensation 
claims in the Adirondack forest reserves. 
Reaching some of those camps in the 
winter time, with the temperature some- 
times at 40 degrees below zero, was no 





cinch. Sometimes he reached them by 
automobile drawn on skis with cater- 
pillar tractors on the back end. Most 
of the insured worked for the lumber 
companies cutting logs on a foot basis. 
His journeys took him as far as Ver- 
mont. 

After a year with the Lumber Mutual 
Casualty Mr. Dineen decided the time 
had come to enter a law office and the 
firm which put him on was that of 
Bond, Schoeneck & King. Edward 
Schoeneck of the law firm had been 
Lieutenant Governor when Charles S. 
Whitman was Governor. George H. 
Bond had been district attorney of 
Onondaga County and was appointed 
a member of the State Board of Regents 
by Governor Lehman and resigned to 
become a trustee of Syracuse University. 
The late Clarence P. King had been 
chairman of the Republican committee 
in Onondaga County. 

He couldn’t have gone with a law firm 
exerting more influence. In 1935 he be- 
came a member of the firm. Dineen be- 
came one of the hardest working lawyers 
in the history of the Syracuse bar. As 
a trial lawyer for a firm having many 
insurance clients he had experience in 
all insurance divisions. In life insurance 
the cases had to do with suicide, mis- 
statement of age or about health con- 
ditions, and there were disappeararices 
which had to be checked and run down. 
In casualty there wert: automobile, pub- 
lic liability, landlord and tenant, mial- 
practice and surety cases as well as 
Workmen’s Compensation litigation. He 
also handled some aviation insurance 
cases, one of the most interesting of 
the latter growing out of the American 
Air-line crash at St. Thomas, Ontario, 
which litigation was tried at Lockport, 
N. Y 


The marriage of Mr. and Mrs. Dineen 
was culmination of a romance in the 
legal world with an insurance angle. An 
unusually talented woman, she holds de- 
grees of A. B. from William Smith 
College, A. M. from Columbia University 
and an LL. B. from Syracuse Law 
School. When Mr. Dineen first met 
her she was Miss Carolyn Bareham who 
was working for the law firm of Costel'o, 
Cooney & Fearon. Their acquaintance 
started when an action was_ broucht 
under an insurance policy which had 
been canceled before the loss occurred. 
Both Costello, Cooney & Fearon and 
Bond, Schoeneck & King were repre- 
senting the defendants, one appearing 
for a manufacturer of depilatory cold 
cream and the other the store which 
sold the cold cream. One suit was on 





F. Roy Kemp 


Robert E. Dineen (left) and Edmund Fitzgerald 


breach of warranty; the other on negli- 
gence. 

In the middle of the trial a question 
of evidence came up and Miss Bareham 
was assigned to do research work. 
Senator Fearon asked her to see Dineen 
of the other law firm in examining the 
law on the evidentiary question. The case 
took eight days and when finished they 
made their first social date when waiting 
for the jury to come in. Both were 
elated when the verdict was in favor of 
the defendants. The insurance company 


was the United States Fidelity & 
Guaranty. 
Mr. and Mrs. Dineen have four 


children. She and the children have con- 
tinued to live in Syracuse while the 
Superintendent has most generally spent 
week-ends there. Their son, Larry, 
named after h's grandfather, has been in 
the news as for some months it was 
thought that he could not secover from 
a blood disease; that his death would 
be a matter of only a few weeks. In 
this crisis his life was saved when Mr. 
Dineen—through Thomas I. Parkinson, 
president, and Raymond H. Weins, ex- 
ecutive vice president of Equitable So- 
ciety, learned of a wonderful new sulpha 
drug which was in experimental stage at 
Lederle Laboratories which was col- 
laborating with Memorial Hospital in its 
development. Larry became a patient of 
the hospital and after some weeks he 
returned to Syracuse and was soon rid- 
ing a bicycle and going to school. 

Mr. Dineen’s career as Insurance Com- 
missioner has covered a wide range of 
activities. A strong advocate of state 
rights he was a member of the Com- 
missioners committee which drafted the 
Commissioners’ Text of Proposed Legis- 
lation. This draft provided the founda- 
tion upon which U. S. Public Law 15 was 
erected. He was dominant in the think- 
ing which produced the Commissioners’ 
Text, and, also, incidentally, in standing 
firm against the Bailey-Van Nuys Bill 
which would have exempted the insur- 
ance business from the Sherman Act. 

The drafting of the model rating bills 
dealt primarily with the applicability of 
the Sherman Act to insurance. Un- 
answered questions still remained with 
respect to the Federal Trade Commis- 
sion Act, the Clayton Act and the 
Robinson-Patman Acts. Superintendent 
Dineen participated in drafting the 
model legislation (all of which was en- 
acted in this state) to parallel the Fed- 
eral Trade Commission Act at the state 
level, to deal with the problem of inter- 
locking directorates and joint stock own- 
ership prohibited by the Clayton Act, 
and, as a purely New York venture, to 
make the general business law of New 
York applicable to the business of insur- 
ance for such areas of operation as 
might not come under the rating article. 

Another of his activities had to do 
with uniform accounting. The general 
extension of rate regulation throughout 
the nation made uniform accounting im- 
perative, he said, “if meaningful figures 
were to be obtained for use under the 
rating laws.” He persevered in the en- 
actment of a statute empowering him 
to prescribe uniform accounting, then 
set the stage for a three-year intensive 
study of insurance accounting practices 
by a team of qualified accountants. Rules 
were formulated and adopted first in 
New York and then nation-wide. The 
accomplishment was cited by Governor 
Dewey as one of the most outstanding 
in the Dineen administration. 

In multiple line underwriting he had 
studies conducted in those states in this 
country where such underwriting had 
been practiced for many years, and also 
in England. He was also active in mat- 
ters having to do with fire insurance 
rate structure. A study of schedule rating 
practices is now in the hands of the 
printer and will be released shortly. 

In 1949 he participated in the drafting 
of New York’s new disability benefits 
law. He was a leader in the fight against 
state monopoly of this coverage, insisting 
that private insurance and the State 
Fund be authorized to participate in 
this program on a basis where the State 
Fund had no competitive advantage. 


(Continued on Page 26) 
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Adjusters Name Hill 
Head of National Body 


TERRITORIAL CHIEFS APPOINTED 





Colonel Buckle, London Official, Philip 
M. Winchester, Eastern Manager, 
Address French Lick Convention 
French Lick, Ind—More than 250 
members and guests of the National 
Association of Independent Insurance 
Adjusters attended the thirteenth an- 
nual meeting of that organization June 
22-24 at French Lick Springs Hotel to 
break all previous attendance records. 
Eight national insurance leaders ad- 
dressed the independent adjusters and 
provided one of the most significant 
programs ever presented to the group. 
Benjamin Horton, Louisville, was gen- 


eral convention chairman. 


Roane Executive Vice President 

Robert M. Hill, Detroit, was elected 
president of NAIIA to succeed Lester 
M. Kizer, Waco, Tex. John D. C. 
Roane, Baltimore, was named executive 
vice-president. Reelected were I. T. 
Swain, Evansville, Ind., executive sec- 
retary-treasurer, and Maxine Lear, Chi- 
cago, assistant secretary-treasurer in 
charge of the headquarters office of the 
Association. 

Territorial division vice-presidents 
named included: Eastern—Leo E. Bron- 
son, New Haven, Conn.; southeastern 
—J. L. Wilkey, Birmingham; central— 
Benjamin Horton, Louisville; south- 
western—Edna M. Hammerman, Aus- 
tin, Tex.; Rocky Mountain—J. T. 
Laidlaw, Kansas City, Kan.; Pacific 
Coast—Ted Brown, San Francisco. 

Heading the full program of speak- 
ers was Col. Cuthbert Buckle, 
president, Association of Fire 
Adjusters, London, Eng., and Philip B. 
Winchester, general manager, eastern 
department, General Adjustment Bur- 
eau. Accompanying Col. Buckle from 
London was James W. Perry, secretary 
of the British loss association. 

Adjustments in Britain 

Col. Buckle described the adjustment 
business in Great Britain, pointing out 
that not only are there no company 
bureaus there but independent adjusters 
in England are organized into a truly 
professional society. Furthermore, he 
said, the English adjuster takes an 
impartial approach to each loss, serv- 
ing both the interests of the insurer 
and insured equally. The professional 
concept, he held, was vital in inde- 
pendent adjustment work. 

A. L. Plummer, general attorney, 
Casualty Reciprocal Exchange, Kansas 
City, described recent court decisions 
and their implications, holding that 
their effect may be to undermine the 
entire foundation upon which work- 
men’s compensation insurance laws are 
based—i.e., the exclusive remedy the- 
ory. 

Mr. Plummer pointed out that these 
decisions are creating legal liability in 
many cases which is totally uninsured. 

James C. Creal, general counsel for 
the Kentucky Insurance Department, 
brought the adjusters up to date on 
insurance supervision under 
industry rating laws and detailed the 
procedure followed by his department 
in the handling of complaints involving 
claims and loss adjustments. 

Mr. Winchester, both by his appear- 
ance before this group and in the re- 
marks he made, presaged a new era 
of cooperation and mutual assistance 
between the company bureaus and the 
independent adjusters. Both, he em- 
phasized, have common problems. He 
stressed particularly the contribution 
which the NAIIA could make by de- 


the all-. 
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veloping within its ranks highly skilled 
specialists in various fields. Winches- 
ter urged independent adjusters to 
strive for ever higher standards. 

A similar theme was followed by 
Wayne W. Thompson, assistant dean 
of the American Institute for Property 
and Liability Underwriters; Thomas F. 
Buchanan, vice-president of the Aetna 
Fire, Hartford; G. S. Peick, assistant 
secretary, Hardware Mutual of Minne- 
sota, and Fred C. Crowell, Jr., editor 
and publisher of The Insurance Field, 
Louisville. 

The theme of the convention pro- 
gram, as it developed, seemed to be 
that, although the association has ac- 
complished much for the independent 
adjuster and the business as a whole, 
with the advent of multiple line under- 
writing much work remains to be done 
if independent adjusters are to continue 
to progress. 

The 1951 annual meeting will be held 
at the Antlers Hotel, Colorado Springs, 
Colo. 





Licensed in Hawaii 


Los Angeles, July 5—Beneficial Fire 
& Casualty of Los Angeles, has been 
granted a certificate of authority by the 
Territory of Hawaii to transact busi- 
ness as a multiple line insurer there. 
The company now is licensed in Arizona, 
Idaho, Nevada, New Mexico, Washing- 
ton and Wyoming as well as in its home 
state of California. 
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American Automobile 
Advances 12 Managers 


ALL ELECTED VICE PRESIDENTS 





H. L. Kearns Heads New Toronto 
Branch; Louis H. Antoine Assistant 
Vice President at St. Louis 





In a sweeping move toward greater 
standardization in branch executive 
title designations, American Automobile 
President O. L. Schleyer this week an- 
nounced action of the company’s di- 
rectors in electing to the office of resi- 
dent vice president, 12 branch office ex- 
ecutives who formerly held the title of 
branch manager. They are: E. J. Aurada, 
Atlanta; R. E. Crowell, Providence; W. 
S Ewald, Detroit; William F. Koch, In- 
dianapolis; W. J. McCord, Kansas City; 
Thomas B. McDonough, Des Moines; 
Donald P. McKay, Philadelphia; C. E. 
Mavis, Buffalo; M. E. Moore, New 
Orleans; N. J. Perrin, Minneapolis; Mal- 
colm R. Smith, Houston; John T. Staf- 
ford, Baltimore. 

At St. Louis, branch Manager Louis 
H. Antoine was elected assistant vice 
president. He will continue as chief ex- 
ecutive of the local branch office. 

Mr. Schleyer’s announcement of the 
establishment of a new branch office in 
Canada followed action of the directors 
in electing H. L. Kearns resident vice 
president for Toronto and manager for 
all Canadian operations. J. B. Hum- 
phrey, now in charge of the Spokane 
service office, will join the staff at 
Toronto as assistant branch manager. 
R. G. Mann will continue as claims 
manager in Canada and J. C. Townsend 
of the Toronto claims staff has been 
promoted to assistant claims manager 
for the new branch. 

Before joining the American Automo- 
bile earlier this month, Mr. Kearns re- 
signed his position as vice president of 
Shaw & Begg, Ltd., general agents of 
the company in Canada for many years. 
He had been in charge of general casu- 
alty underwriting for the agency. A 
native of St. Vincents Township, On- 
tario, Mr. Kearns started his insurance 
career in 1922, He is a past president 
of the Independent Automobile Insur- 
ance Conference, and a member of a 
number of important insurance com- 
mittees. 

Mr. Humphrey was born in London, 
England. He entered insurance in 1925 
as agent for the Prudential. In 1928, he 
went to Toronto as claims adiuster and 
joined the American Automobile there 
in 1934. Before his present assignment 
in charge of the company’s Spokane 
office, he was underwriting manager at 
Los Angeles. In the early war years, 
as a British subject, Mr. Humphrey re- 
turned to England to earn a commission 
in the British Army. He rose to the 
rank of captain and saw service in In- 
rank of captain and saw service in India. 

Mr. Townsend joined American Auto- 
mobile at Toronto in 1930 as claims 
representative. He is a graduate of 
Queens University, Kingston, Ontario. 
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Consultants and Intermediaries 


99 John Street, New York 7, N. Y. 


BEekman 3-5010 
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WOrth 2-3166 


FIRE — MARINE — CASUALTY — SURETY 
Conflagration — Catastrophe — Spread Loss 
Excess of Loss and Share Covers Expertly Arranged 


W 


“WE ARE WHAT WE DO" 


Correspondent: 





Leslie & Godwin Ltd., 


London 


Hartford Circus Arsonist 
Held by Ohio Confession 


Last week end in Columbus, Ohio, 
state authorities named Robert Dale 
Segee, 20, formerly of Portland, Me., as 
the confessed firebug who touched off 
the disastrous Ringling Bros.-Barnum 
& Bailey circus fire that killed 168 people 
including many children at Hartford, 
Conn., six years ago. Ohio Fire Marshal 
Harry J. Callan said that Segee had 
also confessed four slayings and setting 
more than a score of major fires in 
Maine, New Hampshire and Ohio. 

Prosecutor Guy B. Cline of Pickaway 
County, Ohio, said that Segee’s state- 
ment contained a weird story of a red 
Indian who appeared to him at night, 
ordering him to set the fires. After a 
spell of mental blankness, Segee, ac- 
cording to Mr. Cline, comes to while 
the fires are blazing. The Indian is then 
off on his horse, driving Segee away 
with taunts and sneers. The visionary 
figure, said Mr. Cline, was reported to 
be the flaming horseman used in ad- 
vertising of the National Board of Fire 
Underwriters. However, the National 
Board poster which is that of the Fourth 
Horseman of the Apocalypse (Death 
with a flaming torch) and was acclaimed 
as an example of dramatic visual 
strength, was first introduced in NBFU 
advertising in 1948, four years after the 
Hartford circus fire. Moreover, the figure 
is not that of an Indian at all. 

Fire Marshal Callan has declined- to 
disclose at this time the method Segee 
used in setting the Hartford fire. 


New York Board Elections 
Joseph T. Goeller (London & Lan- 


cashire) has been reelected chairman 
of the committee on fire patrol and a 
director of the New York Board of 
Fire Underwriters. A. J. Smith (Zweig, 
Smith & Co.) has been reelected vice- 
chairman of the committee on fire 
patrol. 











Year in and year out 
you'll do well with the 


HARTFORD 





HARTFORD POLICY 


—to deal fairly 

—to act courteously 

—to show a sincere 
desire to please— 


at all times and under 
all circumstances. 


HARTFORD 


FIRE INSURANCE COMPANY 
ACCIDENT and INDEMNITY COMPANY 
LIVE STOCK INSURANCE COMPANY 
Hartford 15, Connecticut 
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By A. HawTHOoRNE CRIDDLE 


Manager, General Insurance Department 


Ostheimer and Co., Philadelphia, Pa. 


Multiple-line underwriting power is the 
ability of a single insurance company 


to write all lines of insurance other 


than life insurance. In other countries, 
this has been common practice for many 
years, but in the United States it is a 
revolutionary change. At some point in 
the obscure past our business adopted 
a pattern of classification and segrega- 
tion of the various kinds of insurances. 
There are the major categories of fire, 
marine, inland marine and casualty and 
an almost untold number of subdivisions. 
This classification system is reflected in 
the legal statutes of practically every 
state. When the statutes were not sut- 
ficiently explicit to curb undesirable 
practices, the insurance business adopted 
“definitions” or “interpretations,” such 
as the Nationwide Definition of Inland 
Marine Insurance. With typical Ameri- 
can thoroughness we carried the classi- 
fication system to extremes. 


First Step 40 Years Ago 


About 40 years ago, the first definite 
step was taken toward multiple-line un- 
derwriting when certain companies, who 
wanted to expand the scope of their 
operations, adopted the plan of having a 
subsidiary or affiliated company of the 
opposite type. A fire company would 
organize or acquire a casualty company 
and v.ce versa. Between them, these two 
companies could qualify to write all 
forms of insurance except life. Being 
under a common ownership provided the 
means, and should have provided the 
incentive, for correlation of their activi- 
ties to produce the effect of multiple- 
line operation at that time. However, the 
individual line philosophy was too 
strong; rivalries and often diametrically- 
opposed underwriting practices persisted 
so that,each company developed along 
a separate path. The business was not 
yet ready to go forward toward a com- 
mon objective. 

When you consider that jointly-op- 
erated companies have been able for 
many years to obtain all the underwrit- 
ing powers now available to a single 
company, you would wonder just what 
multiple-line underwriting legislation has 
accomplished. Of course, it has simplified 
the corporate structure required in the 
conduct of our business, but will the 
public—will we as agents—benefit from 
such a minor change as that? I think the 
answer is “yes,” but my opinion is based 
on the belief that we will derive more 
real benefits from the multiple-line state 
of mind than from the multiple-line 
legislation. This legislation was sought 
by the industry because it had apparent- 
ly arrived at that mental attitude which 
is the forerunner of progressive acion. 
Since its passage, we have witnessed the 
filing of two types of broad form 
dwelling policies which I believe could 
have been filed and approved without 
multiple-line legislation. The really vital 
ingredient was progressive thinking. 
There have also been other new filings 
which probably could have been made 
under the old laws had the desire ex- 
isted., 

A New Era Now 

We are now in a distinctly new era. 
Fire executives have been seriously try- 
ing to learn and understand the casualty 
business. Casualty executives have been 
studying the fire business. Both have 
been joining each other’s rating bureaus 
and service organizations, establishing 
new departments and bringing in new 
men, The stage is set and the actors are 
studying their lines. There have been a 
few trial performances, but when the 
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curtain goes up on the real thing— 
what will it mean to us as agents? 

First, we must be careful of the com- 
pany we keep. Quite naturally some com- 
panies will be more progressive than 
others. While no agent wants to be left 
behind because his companies are re- 
actionary, he should be equally careful 
not to become involved with those who 
are too venturesome. Real pioneering 
should be backed by ample financial re- 
sources and should follow sound princi- 
ples. Stability without stagnation is a 
prime objective of our business. Perhaps 
you will find you can meet your clients’ 
needs with fewer companies than before, 
but this matter may be safely left to 
take care of itself. 

New Tools Needed 

We are going to have new tools to 
work with. Initial emphasis will probably 
be placed upon package or combination 
policies. A good example of this already 
exists in the combination of automobile 
liability and physical damage. Some com- 
panies now have comprehensive personal 
liability endorsements which may be 
attached to this combination automobile 
policy. It is not unreasonable to antici- 
pate a combination residence policy 
which includes all torms of insurance 
normally required by the householder. 
In the beginning, the forms of coverage 
will probably be along conventional lines 
followed by progressive extension to 
ultimately include the broadest practical 
coverage of insurable exposures. “Pack- 
aging” has already taken place in the 
business risk field to a large extent 
under the old laws; for example, the 
comprehensive liability policy and the 
comprehensive dishonesty, disappearance 
and destruction policy. Further develop- 
ments a’ong similar lines are inevitable 
and there is abundant evidence that some 
genuine innovations are in the making. 


Package Policies 

Package policies will have the disad- 
vantage of concentrating substantial pre- 
miums.on a single due date. This will 
compel some sort of premium install- 
ment plan, directly permitted by the in- 
surance company or financed through 
some other source. Perhaps we shall 
see the continuous policy with the pre- 
mium payable quarterly, semi-annually 
or annually. 

In these package policies there will ke 
both danger and opportunity for you. 
Danger exists because too many agents 
have been selling policies instead of 


ee Multiple-Line Underwriting Affects the Agent 


overall insurance service. This basis of 
selling usually produces a pattern of 
some forms of coverage for each 
customer, but seldom gives the agent the 
entire account. Whenever you have only 
one or two policies for a customer you 
are exposed to the danger of these poli- 
cies being taken over under a package 
policy through another agent. It is 
equally true that the other agent is 
exposed to the same kind of competition 
from you, and one of your opportunities 
is to get there first with the best. Your 
greatest Opportunity lies in changing 
your sales method to an “account” basis 
instead of a “policy” basis. 

Much has been learned recently about 
the cost of operating agencies and a 
great deal of emphasis placed on the cost 
per policy. A premium level has been 
established for agencies according to 
size, below which they fail to make 
money. The package or combination 
forms should tend to increase the in- 
dividual policy premium through the 
combination of a number of hazards and 
to increase the profits of your agency. 


Different Items and Customers 


Suppose you have five items of in- 
surance for five different customers. You 
have fire for one, a jewelry schedule for 
another, liability, automobile, personal 
accident, and the like. To handle these 
five pieces of business you have five 
individual sales to make, five sets of 
records and five accounts that are wide 
open to the competition of other agents 
who have business for the same ac- 
counts. Contrast this with your situation 
when you have the same five coverages 
for one individual. You automatically 
reduce your sales effort to a single per- 
son, substitute one set of records for 
five, and protect yourself against the 


competition of others. This certainly 
ought to be a much more profitable 


arrangement when you receive exactly 
the same commission you would receive 
for handling the business for the five 
different customers. Therefore, multiple- 
line underwriting gives you the best op- 


portunity and soundest reasons to 
change your system from _ individual 
policy solicitation to overall account 


solicitation. You may reduce the number 
of customers, quite possibly reduce the 
number of policies, but you will be giv- 
ing much better service and, in general, 
will profit by a more logical and effective 
manner of doing business. 


Two Viewpoints 


Will these package policies increase 
your work load? There are two ex- 
tremes of opinion concerning the work 
involved on the part of the agent in 
the handling of comprehensive, package 
or blanket policies. One viewpoint is 
that there is a greaver burden imposed 
on the agent in the handling of such 
policies, that he must perform more 
analysis work, and that the combination 
of risks sometimes reduces the overall 
premium and the agent’s commission. 
The other extreme opinion is that com- 
prehensive policies granting compara- 
tively complete coverage within specified 
areas diminish the customer’s need for 
the agent and lessen the agent’s work 
and importance. This opinion is based 
on the theory that proper coverage be- 
comes much less of a problem, whereas 
proper rating and premium determina; 
tion become a greater problem. 

Rating and premium determination are 
largely a company function and ap- 
parently shift the emphasis from agent 
to company. I do not subscribe to either 
of these extreme views. Quite naturally 
the determination of risk exposures is 
going to rest more heavily on the agent 
than ever before in the sale of policies. 
Furthermore, no matter how compre- 
hensive a form is, it does not necessarily 
provide every risk with every type of 
needed protection within the supposed 


(Continued on Page 24) 








For years, PACIFIC 
NATIONAL has been sowing 
seeds of Good Will among 
Agents and Brokers ‘every- 
where, and enjoying bounti- 


ful harvests. 


They, in turn, have 
reaped valuable Good Will 
from thousands of satisfied 
PACIFIC NATIONAL policy- 
holders. 


Good Will is good 
business. Let’s work together 


for a bumper crop! 
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C. H. Burras Chairman 
Of Joyce & Co., Ine. 


H. E. REEVES NEW PRESIDENT 





Other Officers of Chicago Agency Are 
H. T. Huff and R. E. Stitt; 38-Year 
Career of Mr. Burras 





H. Edward Reeves has been elected 
president of Joyce & Co., of Chicago, 53- 
year old agency, succeeding Charles H. 
Burras who has been elected to the 
newly-created post of chairman of the 
board. Mr. Reeves has been vice presi- 


CHARLES H. BURRAS 


dent of the agency for nearly 30 years 


as right-hand man to Mr. Burras. Other 
officers of Joyce & Co., are Harry T. 
Huff, vice president, and Robert E. Stitt, 
secretary-treasurer. There will be no 
change in the policy of the agency. 

On December 31, Mr. Burras will com- 
plete 38 years of service with Joyce & 
Co., the National Surety Corp., and 
its predecessor, National Surety Co. 
Throughout his career, he has built good 
will and acquired the esteem of hun- 
dreds of agents and company people 
around the country. He has distin- 
guished himself as a constructive force 
in the business. 

Mr. Burras served four terms as presi- 
dent of the National Assoc’ation of 
Casualty & Surety Agents and was its 
secretary and executive committee mem- 
ber for many years thereafter. He 
served as president of the Insurance 
Federation of Illinois for two terms. 
Among his other affiliations he is a 
member of the Chicago Bar Association, 
American Bar Association and Chicago 
Crime Commission, and is vice presi- 
dent and director, Manufacturers & 
Dealers Finance Corp. and director ot 
Brink’s, Inc. 

Mr. Burras’ insurance career began in 
1897 after completion of his law course 
at Lake Forest (Ill.) University. His 
first post was in the legal department 
of the London Guarantee & Accident in 
Chicago and he practiced insurance law 
until 1915 when he resigned as general 
attorney of National Surety in Chicago 
to become president of Joyce & Co. 





D. W. Perin, Jr., Joins 
NAIA as Ass’t. Secretary 


Donald W. Perin, Jr., former assistant 
secretary of the Great American Indem- 
nity, New York City, has been appointed 
assistant secretary of the National As- 
sociation of Insurance Agents, effective 
July 10, it is announced by O. Shaw 
Johnson, NAIA president. 

Mr. Perin joined the home office of 
the Great American Indemnity in 1936, 
serving first as rating clerk in the auto- 


mobile department and then as as- 
sistant underwriter. In 1938, he was 
made underwriter and worked in that 


department until January, 1941, when he 
was called into active service with the 
U. S. Army. Discharged with the rank 
of captain in January, 1946, he rejoined 
Great American Indemnity as assistant 
to the head of the burg!ary and plate 
glass department. He was appointed as- 
sistant secretary of the company in 
April, 1948. 

A graduate of Columbia Univers:ty, 
Mr. Perin has received extensive train- 
ing in insurance education at the School 
of Insurance of the Insurance Society of 
New York. At present he is working for 


‘tlie designation of CPCU 


In welcoming Mr. Perin to the NAIA 
staff" President Johnson stated: “The 
executive committee, officers and mem- 
bers of our association look with great 
encouragement to the addition of Mr. 
Perin’s services. We are fully confident 
that his sound insurance tra!ning and 
experience will serve to the best inter- 
ests not only of the National Association 
and the American Agency System, but 
of the whole field of insurance as well.” 

Born in Newton, Mass., Mr. Perin now 
resides in Westwood, N. J., with h's wife 
and two children. He is a member of 
the active reserve in the 1447th Anti- 
Aircraft Group at Paramus, N. J. 





Union County Agents Outing 


Agents of fire and casualty com- 
panies with offices in Union County, 
N. J., met at Colonial Country Club, 


Rahway, N. J., June 29, for their mid- 
season golf party. They had a grand 
day. Including company officers and 
fieidmen covering that territory, there 
were more than 100 in attendance. 
High spirits prevailed. Good 
ship enveloped the whole affair. The 
quality of golf ran the gamut from 
good to enjoyable. No business matters 
invaded the party. Dinner was served 
in the evening at which the golf win- 
ners were rewarded for their skill. As 
usual, it was an enjoyable party. 
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Travelers Names Hall 
Agency Secretary at H.O. 





JAMES A. HALL 


James A. Hall has been appointed 
agency secretary of Travelers, Presi- 
dent Jesse W. Randall announces. Mr. 
Hall, who has been assistant agency 
secretary since January, 1929, succeeds 
Walter E. Mallory who retired earlier 
this month. 

Mr. Hall has been with Travelers 
since February, 1926, when he was ap- 
pointed manager, fire and marine lines 
at Richmond. He subsequently was 
assistant district manager and district 
manager of the southern department of 
the Travelers Fire in Atlanta. In 1927, 
he was appointed assistant superintend- 
ent of agencies at the home office. He 
was born in Americus, Ga., and was 
graduated from Georgia Military Col- 
1ege. He served as an officer in the 


U. S. Army during World War 1 


American Adds Kuffel To 
Kansas Field Enlargement 


The American Insurance Group of 
New Jersey announces the enlargement 
of its Kansas field force with the ap- 
pointment of Charles P. Kuffel as spe- 
cial agent. To provide more complete 
field facilities, supervision of the Kansas 
field will be divided between State 
Agent W. H. Ogren in the eastern sec- 
tion, with headquarters in Kansas City, 
Mo., and Special Agent Kuffel in the 





western section, with headquarters in 
Wichita. Mr. Kuffel was formerly asso- 
ciated with the Missouri Inspection 


Bureau, and subsequently was a field- 
man and engineer for several compa- 
nies. More recently, he was connected 
with a local agency in Rockford, Ill. 





Georgians Elect Hall 
John R. Hall, Jr, of Augusta, has 
been elected president of the Georgia 
Association of Insurance Agents. Charles 
W. Cook, Moultrie, is first vice presi- 
dent and Harry M. Carter, Savannah, 
second vice president. William M. Fam- 
brough, Columbus, was reelected national 
director. 
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Brokers Hear Report On 
Commissioners Meeting 


Governing committee of the National 
Association of Insurance Brokers met 
last week under the chairmanship of 
John Langhorne, a partner of Flynn, 
Harrison & Conroy, who has long been 
prominent in insurance brokerage. 


Among matters considered was the 
report of the association’s counsel, Saw- 
yer, Delaney, Shaw & Pomeroy, on such 
developments at the meeting in Quebec 
of the National Association of Insurance 
Commissioners as were considered of 
special interest to brokers. The action 
of the All-Industry Committee in ap- 
pointing a subcommittee to formulate 
and present proposed uniform legislation 
for state licensing of brokers and agents, 
on the recommendation of the Com- 
missioners, was discussed at length. The 
governing committee unanimously adopt- 
ed a resolution emphasizing the impor- 
tance to the insuring public of legislation 
in all states establishing proper licensing 
requirements for non-resident brokers. 
Through the association’s membership 
on the All-Industry Committee, it was 
decided that the Brokers Association 
should cooperate actively in formulating 
such a bill for submission to the Insur- 
ance Commissioners prior to their next 
meeting in December at Los Angeles. 

The committee also reviewed a num- 
ber of suggestions in regard to single- 
limit automobile liability policies and 
a committee to consider the desirability 
of such a policy will be appointed to 
report. Preliminary consideration was 
given to the 1951 annual meeting of 
association directors to be held in Bos- 
ton, Mass. 





Brooklyn Faculty Honored 
At Town Hall Club Dinner 


Staff of the insurance broker’s course 
at Brooklyn College was given a din- 
ner, June 27, at the Town Hall Club. 
The dinner, tendered by the Adult Edu- 
cation Division of the college, was 
presided over by Dr. Arthur Secord, 
supervisor of adult education at this in- 
stitution, who paid tribute to the “spec- 
tacular success” of the first group of 
students prepared for the New York 
State broker’s license examination. Dr. 
Secord pointed out that 37 men and 
women sat for the examination and 
that 35 passed, making the average 
95% for the entire group. The results 
were especially gratifying since no 
selection had been exercised in assem- 
bling the class, and only four students 
of the original group registered did not 
satisfactorily complete the course itself. 
Coordinator of the broker’s course is 
Philip Gordis, vice president of Clif- 
ford L. McMillen & Associates. 
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Exceptionally fine wood-carving beautifies this rosewood piano 


N AURA of mystery long surrounded 

the Campbell House in downtown St. 
Louis where two wealthy bachelors lived 
behind closely shuttered windows. The two 
recluses were the sons of Robert Campbell 
who crossed the plains and won wealth in 
the early days of the West. Among his 
companions were Kit Carson, Jim Bridger 
and other notables of that adventurous era, 
and Campbell’s own exploits as fur trader 
and Indian fighter have been mentioned 
by several writers including Washington 
Irving. 

At the age of twenty, Campbell came to 
St. Louis from Ireland in 1824, and the 
following year joined an overland expedi- 
tion for the sake of his.health. In time he 
became a trapper and later co-owner of an 
important fur trading company. 

Before the famous battle with the Black- 
feet at Pierre’s Hole, Campbell and his 
friend William Sublette made their wills as 
they dashed forward on horseback to join 
the fray, each naming the other executor. 
During the fight Campbell displayed great 
bravery by carrying his wounded friend to 
safety under fire. Despite his numerous hos- 
tile encounters with the Indians his fairness 
and integrity won their lasting respect. 

After amassing a fortune in beaver pelts, 
Campbell returned to St. Louis in 1836 and 
became one of the town’s most influential 
citizens, serving as president of two banks, 
owner of the Southern Hotel and much real 
estate. In 1854 he acquired the Campbell 
House which had been built in 1851. 

During the Mexican War Campbell 
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played a prominent part by recruiting and 
equipping four regiments for General Kear- 
ny’s march to Santa Fe. His long-standing 
friendship with the Indians was put to use 
when he joined Father De Smet, the great 
missionary, in a treaty council at Fort Lara- 


mie and again when he served as member 


‘ of the Indian Commission appointed by 


* THE HOME x 
Prsurance 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 


President Grant. 

Campbell’s death in 1879 was 
followed by his wife’s three years 
later after which the house passed 
to their sons who lived in seclu- 
sion, jealously guarding it from 


change. Thus in 1941 when a 





THE 


CAMPBELL 
| HOUSE 


bought 


with beaver pelts 


group of public-spirited 


organizations and citi- 
zens raised the money 
to purchase the house 
from Yale University to 
which it had been 
deeded, the fine old 
19th century dwelling 
remained just as it was 
in Campbell’s day. Under the auspices of 
the Campbell House Foundation it is now 
a museum, preserving the atmosphere of the 
city’s “golden decade” of the 1850’s. 


* * * 
The Home, through its agents and brokers, is 
America’s leading insurance protector of Amer- 
ican bomes and the.bomes of American industry. 


Company 
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Holiday Magazine Reviews Hartford 
As “Yankee Capital” of Insurance 


What the insurance business means 
to Hartford, Conn., can be learned from 
an article in the July issue of Holiday 
Magazine entitled “Yankee Capital.” 

This one business is an empire with 
assets over six billion dollars into whose 
coffers pour four millions of premium 
dollars a day, the article says. 

Upward of 15,000 of Hartford’s 185,000 
residents work directly for the insurance 
companies, and more thousands are em- 
ployed by the banks and the brokerage 
houses which thrive on the insurance 
companies’ business. 

“In Hartford, because of insurance- 
company mail, even the post office pays 
its own way,” says the account. 

Illustrating it are photographs showing 
the activities of students training to be 
salesmen for Aetna Casualty, and some 
of the white collar girls from the insur- 
ance companies who help to make Hart- 
ford’s female population 5,000 greater 
than its male population. 


Though the Travelers owns the only 
50,000-watt radio station in Connecticut, 


and Aetna once financed the state gov- 
ernment for two whole years, and each 
of these companies banks a million pre- 
mium dollars a day, neither of the giants 
were first on the scene. 

The article mentions the Hartford Fire 
Insurance Co., chartered in 1810, as the 
oldest still-operative stock company in 
the state, but marine insurance firms 
existed before that until Hartford’s im- 
portance as a port diminished. 

The exploits of Eliphalet Terry, second 
president of the Hartford Fire, are re- 
counted with emphasis on his far-seeing 
decision at the time of the great New 
York fire in 1835. 

Another dominant figure in the insur- 
ance business was Morgan Gardner 
Bulkeley, president of Aetna Life for 
20 years, four times mayor of Hartford 
and twice governor of the state. In one 
critical election he forced his way into 
the governor's office with a crowbar and 
took command. 

“Insurance today is a quiet and less 
flamboyant business,” the article con- 
cludes. 


Scottish Union Employes 
Complete Insurance Study 


Seventeen young men employed by 
the Scottish Union and National have 
completed studies by the fire funda- 
mental intermediate fire and casualty 
courses presented by the extension 
division of the Hartford College of 
Insurance, University of Connecticut. 
The following received honor marks in 
either or both semesters: Wilfred 
Adolphi, Attilio Amadeo, James Cutler, 
Frank Hillery, Henry Limburg, Earl 
McCann, John Oliver, Robert Murtha, 
Peter Silbo, Richard Slattery and 
Arthur Turkington. 





New Illinois Quarters 
Opened by North British 


North British Group officially opened 
its new Illinois department headquar- 
ters at 309 West Jackson Boulevard, 
Chicago, June 23. Chicago and out- 
state agents of the group, as well as 
local insurance notables and company 
men, were guests at an “open house” 
hosted by “Sy” Howard, secretary of 
the Illinois department. He was assist- 
ed by Secretary John L. Magenheimer 
and Assistant Secretary William J. 
Traynor from the New York home office. 
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Trapped because of a service contract into paying from his own 
... or would a Product Liability Policy solve this problem: 


“As the owner of a radio and television store I sell and install a tele- 


vision receiving set, at the same time signing a service contract with the purchaser 
of the set. After the set is installed but before the expiration of the service 

contract, a short circuit in the receiving set causes a fire and considerable damage to the 

. surrounding property. Somebody has to pay for this damage. But who?” 

Is your mind as blank as that TV screen, when it comes to answering this question? This is no 


time to wonder—it’s time to act! Ask the Advertising Department for your copy of “Product Liability 


True or False” and KNOW. 
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North Carolina Sets Dates 


For 3 Important Hearings 


Raleigh, N. C. July 5—Due to un- 
foreseen circumstances, it is necessary 
to postpone the hearing in the matter 
of proposed changes in the installment 
premium payment plan until July 19, at 
10:C0 am. in the Hall of the House, 
Waldo C. Cheek, Commissioner of In- 
surance, announces. 


Commissioner Cheek also announces 
a hearing at 10:00 am., July 11, in the 
Hall of the House to consider the appeal 
filed by the America Fore Group from 
the decision by the North Carolina 
Fire Insurance Rating Bureau in adopt- 
ing the multiple location rating plan. 

The bureau submitted the plan to the 
Department in November, 1949, and a 
hearing was held January 4. As a re- 
sult of that hearing and in anticipation 
of the forthcoming hearing, the plan was 
disapproved for further consideration. 

The principal differences between the 
rates, rules and forms now in effect and 
those proposed by the amendments are 
that the latter are designed to treat this 
as a special class of business for rate- 
making purposes, to use an interstate 
average rate, and to provide credits or 
debits, based upon the experience in 
one or more states for the class and in- 
dividual account. 

Filing by the North Carolina Fire In- 
surance Rating Bureau of proposed 
changes in the rates and forms for writ- 
ing extended coverage insurance is also 
announced by Commissioner Cheek. A 
hearing has been set for 10:00 am, 
July 20, in the Hall of the House to 
consider this filing. y 

The changes proposed provide for an 
over-all reduction of not more than 15% 
of the current rates. Based upon the 
premiums written in 1948 of $3,106,951, 
the decrease would result in total savings 
of $*66,042 to North Carolina policy- 
holders. Certain minor changes are also 
proposed in the forms. 





Allstate Names J. E. Henry 


Assistant Vice President 


Judson B. Branch, vice president of 
the Allstate, announces the appointment 
of Joseph E. Henry as assistant vice 
president and resident manager of the 
Chicago regional office which serves 
policyholders in northern Illinois and 
metropolitan Chicago. 

Mr. Henry succeeds Davis W. Ellis, 
recently appointed assistant vice presi- 
dent and general sales manager. After 
joining Allstate in 1937, he became man- 
ager of the Illinois branch in 1939, head 
of the home office claims division i 
1940, home office claims supervisor ‘in 
1941 and resident manager of the De- 
troit regional office in 1947, He was ap- 
pointed assistant vice president earlier 
this year. Prior to his association with 
Allstate, Mr. Henry was connected with 
the FBI for two years following his 
graduation from Loyola University, and 
practiced law in Chicago for five years. 
He served as a major in the United 
States Army during World War II. 


Klebart 25 Years With FIA 


R. C. Klebart, field manager of the 
Factory Insurance Association’s Phila- 
delphia office, celebrated his twenty-fifth 
anniversary with the FIA, July 1. 
Graduated from Worcester Polytechnic 
Institute in 1925, he came directly to 
the association as an inspector in the 
field. He was first located in Lowell, 
Mass., and then transferred to Phila- 
delphia for a number of years as assist- 
ant to the Philadelphia field manager. 

From Philadelphia Mr. Klebart moved 
to Pittsburgh, then to Baltimore as 
manager. Late in 1946, he returned to 
Philadelphia as manager. In recogni- 
tion of his long service he was presented 
with a gold watch by the management 
and admitted to membership in the FIA 
Pioneers’ Club which is composed of 
employes who have been with the asso- 
ciation 25 years or more. ‘ 
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ne Remember—before you park your cigarette—that the temperature of the lighted end 
in ranges from 800° to 1200°F. Remember, too, that paper burns at 450°F and wood FOUNDED IN 1819, che A 

the Aetna 
e- at about 475°F. The moral is clear. The only safe place to park a cigarette is in an Insurance Company pi ea 


er ash tray. Have plenty of them both at home and in your office. Use them. from the famous volcano, which 
th “though surrounded by flame and 
th smoke is itself never consumed.” 
~ From that day to this—through 


P wars, conflagrations and depres- 
rs. ‘ ° 
= AETNA INSURANCE GROU sions—no policyholder has ever 
ffered loss because of failure of 

AETNA INSURANCE COMPANY + THE WORLD FIRE AND MARINE INSURANCE CO. Te . 
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tL This advertisement also appears—in color—in TIME, NEWSWEEK, PATHFINDER, 
la- U. S. NEWS and WORLD REPORT. W. Ross McCain, President 
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Two Canadian Groups 
Name Year’s Officers 


ELECT HASKINS AND MALCOLM 





Dominion Board and Underwriters Re- 
port Negligence as Cause of 54,495 
Fires Costing $64,000,000 


Toronto, Ont., July 5—J. E. Haskins, 
Toronto, has been elected president for 
1950-1951 of the Dominion Board of 
Insurance Underwriters. He succeeds 
J. V. Owen of Montreal. J. H. Harvey, 

f Toronto, has been elected first vice 
le and James Matson, of Mon- 
treal, second vice president. 

At the annual meeting of the Canadian 
Underwriters Association, held concur- 
rently with that of the Dominion Board, 
C. Stuart Malcolm was elected president 
of the CUA, succeeding R. H. Leckey 
of Toronto. J. H. Harvey, of Toronto, 
was named vice president and chairman 
of the fire branch of the association. 
Charles Curtis of Montreal was elected 
vice president and chairman of the auto- 
mobile branch, with W. C. Butler, of 
Toronto, vice president and chairman of 
the casualty branch. 

Inadequate Prevention 


Responsibility for the 54,495 fires cost- 
ing more than $64,000,000 in Canada last 
year lies “in negligence, inadequate pre- 
vention methods in the erection of build- 
ings and ignorance of fire rangers,” the 
Dominion Board’s annual meeting was 
told by R. deGrandpre of Montreal, 
chairman of the joint fire committee of 
the board and the Canadian Underwrit- 
ers Association. 

Speaking at the annual meeting of the 
board, Mr. deGrandpre added that the 
$64,000,000 figure for property loss 
through fire last year did not take into 
account the additional loss of salaries 
and commercial revenue, estimated at 
close to $200,000,000 for the year. 

“The Canadian: nation holds the un- 
enviable position of a yearly per capita 
loss of $5.21 due to fire destruction,” he 
said. “As the greater number of these 
losses can be avoided, every one should 
make it his duty to prevent such fire 


waste.” 





Forest Fires Heavy 

Mr. deGrandpre pointed out that for- 
est fires alone last year totaled close to 
5,000 and burned 300,000,000 cubic feet 
of lumber—“the equivalent of half the 
annual consumption of the Canadian 
pulp and paper industry.” 

He gave the following list of principle 
fire causes, and the damage done by 
each: smoker’s carelessness, $3,141,399; 
overheated stoves, furnaces, boilers and 
pipes, $4,912,813; defective electrical wir- 
ing and appliances, $7,835,747; matches, 
defective or overheated chimneys, hot 
ashes, open fires, petroleum, $9,821,000; 
unknown causes, $30,509,284. 

Canada’s 200-odd fire and casualty in- 
surance companies have hundreds of 
thousands of claims to settle each year, 
but rarely does either policyholder or 
insurance company find it necessary to 
appeal to the courts for a satisfactory 
settlement, J. Victor Owen, of Montreal, 
said in his presidential address. Mr. 
Owen added that a recent survey of two 
of the largest insurance companies 
showed that of 90,000 claims settled by 
each in the past year, only one—in 
each case—ended in court. 











Noted for Prompt Claim Service 


W. C. HORTON Agency 


GLADSTONE, N. J. 
Telephone: Peapack 8-0010 


A 57-Year Record of Good Will Building 
in Handling Fire-Casualty Business 











GENERAL ACCIDENT CHANGES 





J. S. Warren Mid-West Manager; G. C. 
Bland Succeeds Him; Edwin 


Gissing Retires in Illinois 


General Accident Fire and _ Life 
Assurance and Potomac announce the 
appointment of John S. Warren as 


manager of the mid-west department, 
Chicago, effective July 1. Mr. Warren’s 
appointment marks the first step in a 
program for the organization of a mid- 
western office which will provide 
production, underwriting, claims, en- 
gineering and auditing services from a 
location convenient to the companies’ 
business in Illinois and surrounding 
states. 

Mr. Warren joined the General Acci- 
dent organization in 1928 and has held 
a succession of posts in the field and 
home office. In 1933, he organized the 
Columbus, Ohio, branch office and in 
1943, returned to the home office to 
become assistant superintendent of the 
compensation and liability underwriting 
department. Three years later, he trans- 
ferred to the agency department where, 
as assistant superintendent, he devoted 
himself for four years to intensive field 
activity throughout the general agency 
and branch office organization of the 
companies. 

George C. Bland succeeds Mr. War- 
ren in the home office agency depart- 
ment. Mr. Bland has spent nearly 30 
years in insurance. He is well ac- 
quainted with the problems of agency 
operation through 12 years as district 
agency supervisor for the General Acci- 
dent in New York. His long associa- 
tion with the General Accident dates 
back to 1927 when he joined the auto- 
mobile underwriting department. 

Edwin Gissing. is retiring from the 


managership of the Illinois service 
offite. He joined the General Acci- 
dent in 1934 after a wide insurance 


experiénce in the United States and 
other parts of the world. After several 
months in the home office in 1934, he 
was transferred to Massachusetts where 
he established the Springfield branch. 
In 1937, he became manager of the De- 
troit branch, remaining there until early 
in 1942 when he assumed managership 
of the Illinois office. 


Multiple Lines 


(Continued from Page 19) 


scope of the policy. I, therefore, feel 
that the alert, well-informed agent will 
always be able to justify his economic 
existence in the selling and handling of 
the complicated contracts known as in- 
surance policies. Furthermore, even 
though the ultimate burden of rating 
and auditing rests with the company, the 
agent must in self-defense know the 
rating methods and be able to develop 
all the exposures within a risk. This is 
necessary because, if he doesn’t and a 
company auditor presents a large un- 
expected bill for additional premium 
after a policy has expired, the agent’s 
position with his client is jeopardized. 
As a dividend for the extra work, risk 
analysis by the agent usually will lead 
to selling insurance against more hazards 
on the simple grounds that more hazards 
will be discovered and discussed with 
the customer. There are numerous cases 
of unsold insurance because the customer 
simply did not know that he had the 
exposure or that there was insurance 
to cover it. 


Commission Problem 


Another vital consideration for us is 
how multiple-line operations will affect 
our commission scales. Fire and casualty 
companies have in the past approached 
the commission question on entirely dif- 
ferent bases. What approach will be used 
under combined operations? A uniform 
commission would be desirable on com- 
bination or package policies, but this 
convenience is distinctly secondary to 
the fundamental requirement that the 
amount of commission be adequate com- 
pensation for the services performed. 

Another expected development is the 
more universal acceptance of deduc- 
tibles and the possible expansion of 
franchise clauses. The primary function 
of insurance is to indemnify against 
large losses. We currently spend entirely 
too much of our time and too much of 
our premium dollar on losses which are 
actually inconsequential to the insured. 
Deductibles or franchises will enable 
broader coverage against serious loss at 
lower premiums. 

It is evident that successful survival 
under multiple-line operations will de- 
mand greater knowledge and skill on 
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catastrophe 
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steam boiler excess 
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aggregate excess 


EXCESS UNDERWRITERS inc. 
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the part of the agent. We must more 
than ever be all things to all men. We 
must be part lawyer, part engineer, part 
accountant, part salesmen, but, above all, 
complete insurance men. ‘No longer will 
it be safe to specialize on fire insurance 
and neglect casualty, or to be known as 
the automobile insurance agent or a 
limited agent of any type. The character 
of the individuals engaged in insurance, 
the educational level demanded and the 
services required are bringing insurance 
nearer and nearer to a full professional 
level. 
Means for Expansion 

Fortunately, adequate means are 
readily available for expanding our 
knowledge of the business. The NAIA 
educational courses offer a wide variety 
of well planned material for instruction 
in substantially all lines. The CPCU 
movement which got underway seven 
years ago was almost clairvoyant in its 
estimate of future requirements. To 
qualify for this designation requires ex- 
tensive knowledge of all forms of in- 
surance other than life, plus law, 
accounting, business finance and eco- 
nomics. In retrospect, it seems that one 
of its major objectives could easily 
have been to prepare insurance men for 
multiple-line underwriting. 

Today, with the artificial barriers’ be- 
tween lines of insurance largely swept 
away by legislation; we face revolution- 
ary changes in our business. There are 
unmistakable sighs that new and better 
tools are being forged for our use. There 
is equal indication that major problems 
are being created and demand solutions. 
We are confronted by both danger and 
opportunity. Our future depends to some 
extent on the kind of agents we are 
today, but to a greater extent on the 
kind of agents we make ourselves to- 


morrow. 
(An address given before the recent meeting 


of the New England Associations of Insurance 
Agents at Poland Spring, Maine.) 
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W. call attention this month 
to the need for more insur- 
ance on household furnishings 
with this don herold ad in 
national magazines. This ad- 
vertising coupled with tie-in 
promotional material helps 
America Fore agents SELL. 


Insurance| 
Quiz | 





Throughout the year 
America Fore advertising 
appears in: 


e THE SATURDAY EVENING POST 


% % > > > OE HH 





© LIFE 
e NEWSWEEK 
© TIME 
BETTER HOMES AND GARDENS 
© SUCCESSFUL FARMING 
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Canadian Law 


(Continued from Page 1) 


provided. It is propgsed to modify 
this provision to bring in the bonds 
of a number of other public authorities 
of this nature providing a variety of 
services not at present eligible and to 
permit investment in such bonds in any 
country where a company is doing 
business. 
In U. S. Railways 

2. Companies may now invest in 
railway equipment trust certificates of 
Canadian railways. These are bonds 
secured by certain railway rolling stock 
owned by a trustee and leased to a 
railway. It is proposed to allow invest- 
ment in equipment trust certificates of 
United States railways also. ; 

3. Companies may now invest in 
debentures of corporations that have 
certain dividend records. It is proposed 
to strengthen this dividend test to pro- 
vide that dividends must have been 
paid in each of the five years preceding 
the date of investment either on all 
outstanding preferred shares or on the 
common shares and at such a rate as 
would qualify the shares as investments. 
It is proposed, also, to allow an alter- 
native test based on the earnings of 
the corporation. This test would permit 
investment in the debentures of a cor- 
poration that has earned, in the five- 
year period preceding the date of in- 
vestment, an amount aggregating at 
least 10 times its annual interest re- 
quirements and, in each of four of the 
five years, an amount at least equal 
to one and one-half times its annual 
interest requirements. In addition, it 
is proposed that debentures guaranteed 
by a corporation meeting one of these 
tests be permissive investments. 

4. Under the existing legislation, 
common shares with a par value qualify 
as investments if dividends of at least 
4% of the par value have been paid in 
each of the seven years preceding the 
date of investment. For common shares 
of no par value, a dividend of at least 
$4 per share for a like period is neces- 
sary. Experience has shown that the 
existence of these two tests has caused 
considerable. difficulty where shares 
have been changed from par to no par, 
and where shares have been split; also 
the $4 test has been unrealistic in view 
of the amount of dividend payments 
made by some very strong corporations. 
It is now proposed that the same test 
be applied to all common shares whe- 
ther they have a par value or not, Le., 
the payment, in each of the seven years 
preceding the date of investment, of a 
dividend at least equal to 4% of the 
amount at which the shares were car- 
ried in the capital stock account of the 
corporation. 

5. It is proposed to permit insurance 
companies to invest in real estate for 
the production of income provided that 
the real estate is leased to a corpora- 
tion that has a reliable financial record 
and that the terms of the lease are 
such as to return at least 85% of the 
investment together with a reasonable 
rate of interest over the term of the 
lease but not exceeding 30 years. The 
financial record of the corporation 
would be measured by a dividend test 
similar to that used to determine 
whether or not its debentures would 
qualify as investments. It is proposed 
that investments in income producing 
real estate of this or any other nature 
be limited to 5% of the company’s 
assets. 

Government Securities 


It is proposed that for a limited area 
of government securities, life insurance 
companies be permitted to take such 
securities into account in their annual 
statements at values not exceeding 
amortized values; heretofore, market 
values have been the maximum. 

These amendments are paralleled by 
similar amendments affecting British 
aid foreign companies where applic- 
able. This will insure that the assets 
that British and foreign companies may 
vest in trust to cover their Canadian 
liabilities are, so far as is practicable, 


the same as the assets that are eligible 
investments for Canadian companies. 

In addition to the amendments affect- 
ing investments, a number of other 
changes are proposed such as, a new 
provision to permit amalgamation of 
non-life companies, a broadening of the 
types of insurance that may be written 
by fraternal societies, changes in the 
requirements for filing annual state- 
ments, and additions to the list of 
mortality tables that may be used in 
valuing policy liabilities.  ' 





Carson in Norbrit Guards 


State Agent C. C. Carson achieved 
his twenty-fifth service majority with 
the North British Group, July 1, and 
was inducted into the Norbrit Guards. 
He was also presented with an en- 
graved gold wristwatch by the com- 
pany. 

Mr. Carson was first employed by the 
group as an engineer in southern de- 
partment territory. Several years later, 
he was appointed special agent for 
North Carolina and a portion of Vir- 
ginia. In 1932, he was placed in charge 
of North Carolina exclusively for the 
North British, Pennsylvania, Common- 
wealth and Mercantile members of the 
group. Currently, he supervises the 
same territory as state agent. 


Home Names Steeneck 


Manager in Connecticut 


The Home Insurance Company an- 
nounces consolidation of its state-wide 
operations in Connecticut. This move is 
designed to increase the scope of the 
company’s facilities in that area and 
make them more readily available to 
agents and producers. 

The Home simultaneously announced 
the promotion of Henry J. Steeneck as 
Connecticut manager at New Haven, 
assisted by State Agent Carl W. Noren. 
Mr. Noren will continue to supervise 
the Hartford office. Special Agents 
Horace P. Andersen and Robert W. 
Brodie will serve in New Haven and 
— Agent Henry Ohliger in Hart- 
ord. 





Employers’ Advances Four 

As of July 1, four new assistant 
secretaries will be added to the list of 
officers of the Employers’ Fire, ac- 
cording to Edward A. Larner, presi- 
dent, following a meeting of the direc- 
tors. The new assistant secretaries will 
be Joseph H. Johnson, Michael J. 
Hally, Roger G. Whear and Robert 
W. Eager, all of whom have been asso- 
ciated with the Employers’ Group for 
a number of years. 


Big Bill 
(Continued from Page 17) 


Under the law as enacted private in- 
surers and the State Fund are subject 
to the same regulation and taxes as 
their competitors. His interest in the 
subject led to the study of European 
Health plans which was made over a 
period of several months during the past 
year in a number of European countries. 
A report is forthcoming on these studies. 

In Accident and Health insurance he 
participated in the early committee work 
of the Commissioners association in 
which drafts of legislation for regulation 
of A. and H. insurance business were 
prepared. 


In life insurance he took an active 
interest in the enlargement of the Office 
of the Committee on Valuation of 
Securities. Also, in the Guertin legisla- 
tion which resulted in adoption of a new 
mortality table. He has closely followed 
the hearings which have been held in 
connection with Section 213, New York 
State code, which has to do with ex- 
pense matters. This Section, which has 
the attention of a joint committee of 
American Life Convention and Life In- 
surance Association of America, is ex- 
pected to be amended. Smaller life 
companies say it is unfair to them. 

















IMPORTANT! 











As an agent or broker you are aware that important things in 
selling insurance are contacts, good business sense, friendliness, 
courtesy and efficiently organized service. 
But more important is the soundness of the product, as represented 
| by the company’s good reputation, prompt and fair payment of 

just claims, ample reserves, and a willingness to cooperate in 
solving individual problems. 
To brokers, agents, and policy holders, the name PEARL- 


AMERICAN is synonymous with a sound insurance product. 
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Anderson Director Of 
Aviation Underwriters 


H. N. BEERS VICE PRESIDENT 





Other USAU Appointments Include 
Hamel, Assistant Treasurer, Whit- 
ner, Resident Chief at Atlanta 





Reed M. Chambers, president of 
United States Aviation Underwriters, 
announces that Richard S. Anderson, 
vice president and chief underwriter 
has been elected a director. 

Mr. Chambers also announces the 
election of Henry N. Beers as vice 
president, Louis H. Hamel as assistant 
treasurer, both of New York, and Cas- 
par S. Whitner, Jr., as resident vice 
president at Atlanta, Ga. 

Mr. Anderson joined the USAU 
Group November 27, 1928 after six 
months with Marsh & McLennan’s New 
York office. He entered the underwrit- 
ing department and by successive ad- 
vancements became airline underwriter 
and finally chief underwriter, all lines. 
He was elected vice president January 
1, 1944. 

Beers’ Career 

Mr. Beers joined the group January 
9, 1935, following service with Clarence 
E. Cooper and Company, and several 
years as owner and manager of Suffolk 
Airways, Long Island. He was an as- 
sistant in the airline underwriting 
department until the eastern department 
was opened and he became manager, 
holding that position until called to 
military duty. He trained at Pensacola 
Naval Air Base for service with the 
Ferry Flight Command at Floyd Ben- 
nett Field. He now holds the rank of 
commander in the United States Naval 
Reserve. Following the war, he re- 
turned to the company as underwriter 
in the airline department and at present 
is head of that division. 

Mr. Hamel began his business career 
with the USAU February 15, 1932 as 
an office boy. He later worked his way 
through various positions in the ac- 
counting department to finally become 
chief accountant and manager of the 
credit and collection departments, posi- 
tions which he now holds. 

Mr. Whitner joined the group May 
20, 1941, after holding various positions 
beginning in 1927 in and around At- 
lanta, with the Hartford Fire, Fire- 
man’s Fund, the Rating Bureau and a 
local agency. He held the position of 
assistant manager until 1942 when he 
became manager. 


AFIA Includes Boston In 
List of 26 U. S. Companies 


The American Foreign Insurance As- 
sociation, announces the addition to its 
membership of the Boston Insurance 
Company of Boston, Mass. The member- 
ship now includes 26 of the most promi- 
nent American fire, marine and casualty 
companies in the United States, as fol- 
lows: 

Aetna, American, Bankers Indemnity, 
Boston, Century Indemnity, Continental, 
Fidelity & Casualty of New York, 
Fidelity-Phenix, Fire Association of 
Philadelphia, Fireman’s Fund Indemnity, 
Fireman’s Fund, Glens Falls Indemnity, 
Glens Falls, Great American Indemnity, 
Great American, Hartford Accident & 
Indemnity, Hartford Fire, Home In- 
demnity, Home, New England Casualty, 
Phoenix, St. Paul Fire & Marine, St. 
Paul-Mercury Indemnity, Springfield 
Fire & Marine, United States Fire, 
Westchester Fire. 

AFIA is playing an important part 
abroad by making American insurance 
companies as well known in foreign lands 
as they are in the United States and 
Canada. 





Marine Underwriters Honor 


Memory of Henry S. Sutter 


Marine insurance organizations were 
largely represented at a meeting June 
29, at the Board of Underwriters of 
New York, to honor the memory of 
their friend and colleague the late 
Henry S. Sutter. Presiding over the 
meeting was Harold Jackson, president 
of the Board of Underwriters of New 
York. Owen C. Torrey introduced the 
following resolution: 

“In joint session of these six organ- 
izations of which he was a loyal and 
active member and on whose commit- 
tees he served with distinction, we meet 
today to do honor to the memory of 
Henry S. Sutter, whose death occurred 
on Tuesday, February 21, 1950. 

“Mr. Sutter entered the marine in- 
surance business in 1912, first with 
William H. McGee & Co., Inc., and later 
with the Automobile Insurance Com- 
pany. In 1926, he went to W. J. Rob- 
erts & Co., as vice president. In 1941, 
he was made president and chairman 
of the board of that company, the 
position he held at the time of his 
death. 

“His cheerful ingratiating personality 
and warm nature, his enduring loyalty 
and keen sense of responsibility as well 
as his high integrity of character en- 
deared him to his associates in W. J. 
Roberts & Co., and in the marine insur- 
ance market as a whole. Philanthropic 
interests were deep rooted in his heart 
and all charities in aid of his fellow 
men received his generous support. 

“As a tribute to his memory and as 
evidence of the deep affection in which 
he was held by all, we hereby record 
our appreciation of his unselfish devo- 
tion in the furtherance of the marine 
insurance business in this country. 

“Be it resolved that a copy of this 
memorial be entered on the minutes of 
each organization and that copies be 
sent to his family and to W. J. Roberts 
& Co: Ine.” 

Seconder to the resolution was Henry 
C. Thorn, and the resolution was unani- 
mously adopted by a rising vote. 

Among the organizations represented 
at the meeting were the Board of Un- 
derwriters of New York, the American 
Institute of Marine Underwriters, 
American Marine Hull Insurance Syn- 
dicate, United States Salvage Associa- 
tion, American Cargo War Risk Re- 
insurance Exchange and American 
Marine Insurance Clearing House. 





Bradbury for National Union 

National Union Fire of Pittsburgh 
announces the appointment of Robert 
N. Bradbury as marine special agent 
effective June 15. He has been assigned 
to Philadelphia under the direction of 
T. J. Beagan, resident secretary. Mr. 
Bradbury was born in Wheeling, W. 
Va., educated in that city, subsequently 
entering Yale, but his career was in- 
terrupted by service with the Armed 
Forces for two years. Following the 
end of the war, he reentered Yale for 
two years and then joined a prominent 
company as trainee in inland marine. 





J. Roger Prior 

J. Roger Prior, 41, marine superin- 
tendent of agencies for the Fire Asso- 
ciation Companies at Philadelphia, was 
killed in an automobile accident June 
21, in Philadelphia. After graduating 
from Princeton in 1931, Mr. Prior was 
associated with the Standard Fire of 
Trenton, of which his father was presi- 
dent. Subsequently, he was in the em- 
ploy of several of the large insurance 
companies and also the agency business. 
He joined the Fire Association in 1942 
and headed the underwriting activities 
of several of the companies’ divisions. 


Colorado Cuts Collision 
Rates 10% on Private Cars 


Savings up to 10% on private pas- 
senger automobile collision premiums 
have been approved by the Colorado In- 
surance Department as a result of a re- 
cent filing made on behalf of the mem- 
ber and Colorado subscriber companies 
of the National Automobile Underwrit- 
ers Association. 

This reduction in collision premiums 
applying to private passenger automo- 
biles will affect approximately 70% of 
the policyholders and will benefit those 
owners whose cars are not used for 

: 


business purposes and who have no 
drivers resident in the assured’s house- 
hold under age 25. 

Other rate and premium adjustments 
were also made at the same time, re- 
sulting in an annual saving of more than 
200,000 in the cost of automobile physi- 
cal damage coverages to policyholders in 
Colorado, based upon the latest statis- 
tical figures filed by the National Au- 
tomobiles Underwriters Association. 





Dallas Insurance Underwriters Ex- 
change, Dallas, Tex., has been dissolved 
by court order, as announced by the 
office of the Secretary of State, Austin, 
Texas. 





This is one of a series of advertisements appearing regularly in 
leading newspapers throughout the country. 























Things every Insurance Buyer should know—No. 39 





If you are a property owner with insurance problems, you 
can expect important and beneficial changes in the 
future . . . fewer gaps in coverage . . . simpler policies .. . 





more comprehensive insurance . . . lower over-all cost. 





Wishful thinking? Not at all. These improvements are 
very real possibilities today because of the growth of 
something called multiple-line insurance. 





insurance, and vice versa. 


Until recently most states restricted insurance com- 
panies in the number of different kinds of insurance each 
could write. Thus a fire company could not write casualty 


The combined efforts of insurance companies, property 
owners and insurance commissioners to create a better 
insurance “product” have led many states to lift the 
most severe restrictions by granting multiple-line powers. 
These powers permit a single insurance company to write 
all kinds of insurance except life and annuity. Radical 
changes under the new laws won’t come overnight, but 
eventually multiple-line insurance is certain to bring 








* * 


property owners many distinct advantages. 


* 


If you are interested in learning more 
about multiple-line insurance—what 
it is and how it will benefit you— 
send for a copy of our booklet, “The 
Road to Better Insurance”. It will 





for Booklet B. 


Baltimore + Boston Chicago 


Grand Rapids Houston 





be mailed without cost. Simply ask 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL INSURANCE COMPANY 
CENTENNIAL INSURANCE COMPANY 


Home Office: 49 Wall Street, New York 
Cincinnati 


Los Angeles 
Philadelphia - Pittsburgh - Portland + St. Louis + San Francisco + Seattle + Syracuse 


Marine, Fire, Inland Transportation, Yacht, Property Floaters, Automobile and Casualty Insurance 





Cleveland + Dallas + Detroit 
Newark + New Haven Oakland 
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Why not see them—tell them—sell 
them the protection they need! 


Where will you find them? At yacht 
clubs, at piers, at yards, at harbors, 


among your own friends. Talk to them: 
about boats—and protection. You'll 
find them responsive. Now is the time 


to sell Yacht Insurance! 


Power boats are purring over the 


waterways in your territory. The boat- 
ing season is pointing toward its peak. 
Three out of every five of these boats 


carry NO insurance—or far too little. 
Their skippers are the most logical 
prospects you could find—right now— 

NORTHWESTERN DEPARTMENT 


for ANY kind of insurance! 
HOME OFFICE: 116 JOHN STREET, NEW YORK 7, N. Y. 
WESTERN DEPARTMENT SOUTHERN DEPARTMENT PACIFIC DEPARTMENT 
Insurance Exchange Building °® Canal Building ® 140 Sansome Street ° Colman Building 
New Orleans 12, Louisiana San Francisco 4, California Seattle 4, Washington 
SERVICE OFFICES: Atlanta « Baltimore « Boston + Cleveland + Detroit « Houston « Jacksonville « Los Angeles 
Portland « Richmond « St. Louis « Stockton » Syracuse 
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Judson Kirk Winner of 
King Memorial Trophy 


AT C. & S. CLUB GOLF PARTY 





Best Low Gross Scores Made by Two 
Guests: J. Fred Helmus and J. J. 
Mason; Other Prize Winners 





Responding to the appeal of perfect 
golfing weather and the good fellowship 
of a day’s outing, 150 members and 
guests of the Casualty & Surety Club 
of New York held their annual golf 
tournament Friday, June 30, at the 
Ridgewood (N. J.) Country Club. The 
attendance was one of the best in recent 
years and the competition was keen for 
the prizes which were all donated by 
New York officers and managers of the 
various casualty-surety companies. 


Judson Kirk of Newhouse & Kirk, 
New York, who shot a low gross 80, 
won the John J. King Memorial Trophy 
and the president’s prize. This gives 
Mr. Kirk one leg on the King trophy 
which for the past two consecutive years 
has been won by Stephen Bedell, Jr., 
Maryland Casualty. This is Mr. Bedell’s 
third year as golf committee chairman. 
He did a fine job with the able assistance 
of Frank D. Gallaher of the Royal- 
Liverpool Group. 

The best low gross score of the day 
was recorded by a guest, J. J. Mason 
(not an insurance man) who played the 
course in 72 low gross. 

Shooting an 83, W. E. Brill, Jr., of 
American International Underwriters, 
won the second low gross prize. 

In the Class A competition Eugene 
H. Mathews, Aetna Casualty & Surety, 
and A. E. Gilbert, American Interna- 
tional Underwriters, were tied with a 
gross of 84. However, Mr. Mathews’ 
club handicap of 15 gave him a net 69 
compared with Mr. Gilbert’s net 70. 
Third winner in this class was G. E. 
Conrad, American-Associated Cos., with 
an 88 gross and low net of 74. 

Class B winners were H. J. Thompson, 
Glens Falls Indemnity, net 67; A. G. 
Stanton, Phoenix-London Group, net 71; 
Peter Barr, Ocean Accident, net 72, and 
Ashby C. Taylor, Fidelity & Deposit, 
also net 72. 

In Class C the winners were A. Bal- 
lerine, Fidelity & Deposit, net 61; W. J. 
Nunan, compensation claims specialist, 
net 72, and DeB. Page, Jr., Columbia 
Casualty, net 73. 


Best Ball Tournament 


The second best golf of the tourna- 
ment was shot by J. Fred Helmus, New 
York insurance broker, who paired with 
Ellis H. Carson, National Surety Corp., 
in the best ball tournament for members 
and guests. Mr. Helmus had a low gross 
of 74 and a net of 58. Mr. Nunan and 
his guest, Mr. Cowley, won second prize 
in this competition. In the kicker’s 
handicap other winners were Messrs. 
Tandy, Farrell, R. Parker (Maryland 
Casualty office agent) and Michael 
Verdrose, National Surety. 

Chairman Bedell officiated at the din- 
ner in presenting the golf prizes fol- 
lowing a few words of welcome by 
William Bernhard, General Accident, 
who is Casualty & Surety Club presi- 
dent this year. 


O. J. Evans Retires 


Orion J. Evans, who has been Toledo 
manager of casualty, fidelity and surety 
lines of the Travelers since 1935, retired 
June 30 after almost 35 years’ service 
with the organization. He is succeeded 
by Danah E, Boyette, who has been 
assistant manager at Kansas City and 
who joined the company in 1930, 





Five Promotions Made 
By Fidelity & Deposit 





HOWELL AND McCAHAN V. P.’s 





H. C. Nuttle Named Assistant Secretary; 
Samuel Hopkins and Miss Mabel 
Shaw Assistant Treasurers 





Election of G. Robert Howell and 
Elmer B. McCahan, Jr., as vice presi- 
dents of the Fidelity & Deposit and its 
subsidiary, the American Bonding, of 
Harold C. Nuttle as an assistant secre- 
tary, and of Samuel Hopkins and Miss 
Mabel Shaw as assistant treasurers, has 
been announced by B. H. Mercer, presi- 
dent of the parent organization. 

A native of Baltimore, Mr. Howell 
has been a member of the F. & D.’s 
fidelity department since joining the 
company in 1910, advancing through 
various positions to that of manager in 
1945. He is considered one of the coun- 
try’s leading authorities on the bonding 
problems and requirements of financial 
institutions. 

Mr. McCahan, whose appointment as 
head of the companies’ claim depart- 
ment was announced last week, had 
previously served as assistant general 
counsel and from 1916 to 1941 was an 
attorney in the claim department. He is 
a graduate of the University of Mary- 
land Law School and a member of the 
Maryland bar. 

Nuttle, Hopkins and Miss Shaw 

Mr. Nuttle joined the F. & D. in 1920, 
following service in the Marine Corps 
in World War I. After two years in the 
salvage department, he was transferred 
to the claim department as an attorney 
and adjuster. He has served in that 

(Continued on Page 39) 


No. America W ins Verdict 
On Installment Plan Use 


Philadelphia, July 5—Another victory 
for the Insurance Company of North 
America in its fight to retain the install- 
ment premium plan in Alabama was 
won last week when the Alabama Di- 
rector of Commerce was unsuccessful 
in his attempt to set aside the order 
of the Court restraining him from en- 
forcing his disapproval of Premium Pay- 
ment Plan 665. The restraining order was 
secured on appeal by the North America 
Companies on June 21. Brooks Glass, 
Director of Commerce, moved to set 
aside the Court’s restraining order. On 
June 28 the Court entered an order over- 
ruling the motion of the Director of 
Commerce. The case was argued June 
27 before Judge Walt B. Jones of the 
Circuit Court at Montgomery, Alabama. 
The motion was opposed by William L. 
Clark of Birmingham, company counsel. 

As a result of this action, the North 
America Companies have telegraphed 
their Alabama agents as follows: 

“On June 21 we wired you that on 
our appeal the court ordered the Di- 
rector of Commerce not to enforce his 
order disapproving Premium Payment 
Plan 665. The Director of Commerce at- 
tempted to have this order set aside 
but his motion was overruled yesterday. 
This action by the court affirms the ad- 
vice of counsel that it is proper to issue 
our policies bearing form 665 pending 
final decision of our appeal and you 
are authorized to do so in our behalf.” 





Emerson Smith’s New Post 
After 15 years’ service with the Na- 
tional Surety, W. Emerson Smith of 
Indianapolis has resigned to join Em- 
ployers Reinsurance Corp. of Kansas 
City as assistant to Vice President 
Frank P. Proper. He will handle fidelity, 
surety and burglary underwriting. A 
graduate of University of Pennsylv@hia’s 
Wharton School, Mr. Smith was with 
National Surety in Philadelphia from 
1935 to 1947 with time out for three 
vears of military service. For the past 
three years he has been the company’s 
state manager for Indiana. 





MONARCH 


A Winning Combination. . 


Non-cancellable Health and 
Accident Protection 


Participating Life Insurance 


MONARCH LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 








Carolina Casualty Elects 
Reese F. Hill President 


P. S. BAYLOR HAS RESIGNED 








































































New President Has Background of 20 
Years’ Experience; Set Up War 
Dep’t Insurance Program 





Burlington, N. C., July 1—The election 
of Colonel Reese F. Hill of Reading, Pa., 
as president of the Carolina Casualtv 
Insurance Co. here was announced today 
by Shepard Broad. chairman of the 
company’s board. Ee succeeds P. C. 
Baylor, who recently resigned. Colonel 
Hill was elected at a meeting of di- 
rectors at the home office and also was 
named to the board of directors. 


Colonel Hill comes to Carolina Casu- 
alty well equipped for his new post, 
with a rich background of diversified in- 
surance experience extending over the 
past 20 years.. 

A native of Anderson, S. C., and now 
43 years old, he was graduated in 1930 
from the Citadel, Charleston, S. C.. often 
called “The West Point of the South.” 
Thereupon he joined the Fidelity & 
Casualty and was attached to its home 
office in New York. He spent ten busy 
years with the F. & C. during which 
time he received well rounded trainin~ 
and experience in the various phases of 
that company’s operations, both home 
office and branch office. 


Given Important War Department Post 


His career with the F. & C. was in- 
terrupted in 1940 when Colonel Hill was 
ordered into active service with the 
United States Army under his reserve 
commission as a first lieutenant. Soon 
after entering the service Colonel Hill 
was assigned by Judge Robert Patter- 
son, then Under Secretary of War, the 
task to establish and administer a War 
Department insurance program. This re- 
sulted in one of the largest insurance 
operations in recorded history and was 
also unique in many ways. It embraced 
all forms of insurance and coverage 
was world-wide. It involved such proj- 
ects as the coristruction of the Atlantic 
bases; the construction and operation of 
ammunition plants of all kinds; and the 
construction and operation of repair 
and overhaul bases all over the globe. 
In September, 1945, after hostilities 
ceased, Colonel Hill was transferred to 
Berlin, Germany, and was designated as 
the American insurance representative 
on the Allied Control Council for the 
rehabilitation and administration of the 
German insurance companies. 

Early in 1946, upon Colonel Hill’s re- 
quest, he was retired and honorably re- 
leased from active duty. He was awarded 
the Legion of Merit by the War Depart- 
ment for exceptionally meritorious per- 
formance of duty. 

In February, 1946, Colonel Hill joined 
American Casualty Co. of Reading, Pa., 
as executive assistant to the president. 
Early in 1947 he was promoted to vice 
president in charge of underwriting. He 
leaves this position to take up his duties 
with Carolina Casualty. 





E. Stewart Brewster Has 


Retired From Travelers 


E. Stewart Brewster, assistant mana- 
ger of the casualty claim department of 
the Travelers, retired June 30 after 35 
years’ service. His first post was at 
Kansas City. Four years later he opened 
the claim office of the Travelers then 
being established in New Orleans. His 
first tour of service at the home office 
was for four years from 1923 until 1927 
after which he was assigned to Phila- 
delphia. 

He became supervising adjuster in 
Brooklyn in 1933 and in 1943 returned 
to the home office as assistant manager 
of the casualty claim department. 

Mr. Brewster is a graduate of the 
College of Law of the University of 
Michigan and is a member of the Con- 
necticut,. New York, Michigan and Kan- 
sas bars. 
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International A. & H. Ass’n Meeting, Detroit, June 27-30 





Convention Cruise on Lake Huron 


Enjoyed by 412 A. & H. Salesmen 


Federal Life & Accident Has Biggest Delegation; Leading 
Producer’s Sales Panel Makes Hit; Formal Addresses 
by Fuqua, Davis and Baldwin 


By Wituram A. BucHANAN 
Indianapolis 


A crowd of 412 seagoing accident and 
health insurance men and their guests 
were aboard the S.S. Greater Detroit 
as it steamed out of the Motor City at 
8:00 o‘clock Monday evening, June 26, 
en route to the scenic points of Lake 
Huron which were to serve as a back- 
ground for the 20th annual convention 
of the International Association of 
Accident & Health Underwriters. 


More than one-fourth of the delega- 


tion—108 to be exact—was made up of 


Federal Life & Casualty agents and 
their guests, most of whom came as a 
reward for a “cruise” contest sponsored 
by the home office in Detroit. Among 
the New York City area representatives 
of Federal L. & C. were Edwin B. 
Nilsson, Brooklyn manager; Stuart W. 
Arnold and Ivan L. Yearwood, Greater 
New York resident managers, and lead- 
ing producers, Joseph Levine, Rudolph 
3iener, Charles Tornetta, and Benja- 
min Giniger, who manages the hospital 
division. 

A flurry of last-minute cancellations, 
occasioned perhaps by the news that 
an excursion liner had collided with a 
freighter on Lake Huron, cut the at- 
tendance from a reservation list of 
600 to the sailing-time figure of 412. 
As a result Convention Chairman Bill 
Brink and Reservations Chairman Bob 
Clark were kept busy into the wee 
hours of the morning counting the 
money to see whether the association 
was going to break even. Fortunately, 
they were able to work out a satisfac- 
tory agreement with the ship’s officials. 


Some Early Seasickness 

Those with little water-travel experi- 
ence were subjected to a severe test 
on the first leg of the journey when 
the boat ran into rough waters just 
about the time the first meeting was 
scheduled to get underway. Pale green 
faces, streaked with sweat, were not 
uncommon sights. Nevertheless, as 
Ivan Fuqua of Washington, D. C., Loy- 
alty Group’s general agent, started to 
speak at the opening session, the meet- 
ing room was jammed to capacity and 
it remained so the entire morning. 
There were, however, frequent tempor- 
ary departures. Once into smooth 
waters, though, the entire assembly 
began to enjoy the program and fes- 
tivities of the occasion. 


Fuqua on Man’s Search for Security 
Ivan Fuqua’s address, which was 
titled “Man in His Search for Security,” 
took the A. & H. men from the days 
of primitive man, who had total social 
security, to the present highly devel- 
oped civilization. In so doing, Mr. 
Fuqua explained that the mutation of a 
primitive society into a civilized one is 
the result of change from the static to 
the dynamic. “This alternating rhythm 
between movement, pause and move- 
ment seems to be fundamental in the 
Universe. The ancient Chinese sages 
called this rhythm Yin and Yang: Yin, 
the static, and Yang, the dynamic.” 
Mr. Fuqua then told how, some 6,000 
years ago, some great event occurred 
that shook a segment of mankind out 
of the Yin state of lethargy into the 
Yang state of civilization. “We don’t 
know what happened,” he said, “but it 


“accepted our challenge. 


has been suggested that a band of 
naked, homeless, fireless savages started 
from the warm home in the torrid zone 
and pushed northward from the begin- 
ning of spring to the end of summer, 
never knowing that they had left the 
land of constant warmth and social 
security. They finally discovered that 
they were trapped in this cold climate.” 

The speaker described how the mem- 
bers of this band used the loftiest of 
human facilities, the power of conscious 
invention. Some tried to find shelter by 
digging in the ground, some gathered 
branches and leaves to make huts and 
warm beds; others wrapped themselves 
in the skins of beasts they had slain. 
“By these acts,” Mr. Fuqua continued, 
“the savages had taken some of the 
greatest steps toward civilization. The 
naked were clothed, the homeless were 
sheltered, the improvident learned to 
dry meat and store it with nuts for 
the winter, and, at last, the art of the 
use of fire to keep warm was learned. 

“In the process of adjusting them- 
selves to a hard environment, the sav- 
agés left the tropical part of mankind 
far behind. Many explanations may be 
advanced to account for what happened, 
but one, and only one, stands out 
clearly. Climate provided the challenge 
to the ‘will to live,’ and they responded 
by becoming consciously inventive as 
pioneers, conquering their environ- 
ment. 

The Key to Security 

“So we find that the key to security 
as we now see it is ‘challenge and re- 
sponse.’ Therefore, we find that the 
dynamic arises out of the challenge in 
environment, whatever that challenge 
may be. Naturally, the challenge should 
not be beyond the capacity to make 
adequate response, for then we would 
experience the ‘law of diminishing re- 
turns.’ However, when, within possible 
limits, it is evident that the environ- 
ment continues to challenge, man re- 
sponds and civilization is on _ the 
march.” 

In summing up Mr. Fuqua concluded 
that man’s true security lies not in a 
society in which all his wants are pro- 
vided for and in which there is no 
challenge present. “Without a cause 
there can be no effect,” he declared. 
“So may we not rightly say that true 
security exists in that society which 
provides a challenge to which the re- 
sponse results in a continued spiral 
upward through conscious invention, 
pioneering, in faith in ourselves, and 
in hope for the future. 

Those of us who have observed the 
A. & H. industry through its fledgling 
years, can easily recognize that, at last, 
our business has moved from Yin and 
is marching into Yang. We have truly 
We have re- 
sponded. We have proven our capa- 
bility of providing that type of security 
with which we are concerned: volun- 
tary insurance, to free men, in a free 
society.” 

Mr. Fuqua received many. compli- 
ments for his fine presentation. He 
was followed by Emerson Davis, whose 
address is reviewed on another page, and 
the presidential report of Charles B. 
Stumpf, also reviewed elsewhere in this 
issue. 

Vice President John Lambert, Mutual 





Benefit H. & A. general agent at Cleve- 
land, presided at the opening session 
and Bill Brink, the convention general 
chairman, who represents the Mutual 
Benefit H. & A. in Detroit, gave the 
address of welcome. 

Pardee Heads Leading Producers R.T. 


Keith Pardee, representing the Mu- 
tual Benefit H. & A. at Lansing, Mich., 
was elected chairman of the Leading 
Producers Round Table for the coming 
year. He succeeds Sidney Fields, 
Massachusetts Indemnity agent. in 
Cleveland. This elite sales organization 
now has approximately 300 members. 

Mr. Fields presided at the Round 
Table’s sales panel Tuesday afternoon 
which resulted in a lively discussion of 
many topics, from sales methods of all 
kinds to underwriting problems. Panel 
participants included Ray R. Ross, 


Equitable Life & Casualty, Salt Lake 
City, president of the Utah associa- 
tion; Curt Johnson, North American 
Life & Casualty, Minneapolis, and local 
association president there, and Charles 
Gauvreau of Toronto, Canada Health & 
Accident, president of the Ontario asso- 


‘ ciation. They did a good job in answer- 


ing questions as presented from the 
floor. Here are some of the questions 
and their answers: 

Q. How do you get leads out of your 
present policyholders? 

We give our policyholders leather 
policy envelopes. Through this method 
we are able to arrange for a better than 
35% re-load. 

Q. How do you get salesmen to work 
without leads? 
A. (a) We never work with leads. 


(Continued on Page 34) 


Lambert and Ernst Elected as 
Top Officers of the Association 


John B. Lambert, general agent of 
Mutual Benefit Health & Accident in 
Cleveland, was elected president of the 
International Association at the Council 
meeting Wednesday, June 28. Upon tak- 
ing the gavel from retiring president 
Charles B. Stumpf, Mr. Lambert 


JOHN B. LAMBERT 


promised to act as sales promotion cam- 
paign manager for all local association 
officers during the next 12 months. 


Carl A. Ernst, North American Life 
& Casualty, St. Paul, was elected vice 
president, and Charles E. (Ted) Rea, 
Provident Life & Accident, Toronto, 
moved into the line of succession when 
he was elected treasurer. 


New executive board members elected 
at the Council meeting for three-year 
terms were Leonard McKinnon, Hoosier 
Casualty, Flint, Mich.; Harry Haw- 
thorne, Craftsman Insurance Co., Bos- 
ton, and Ray Ross, Equitable Life & 
Casualty, Salt Lake City. 


Paul Williams, World Insurance Co., 
Indianapolis; Harvey Quigley, Mutual 
Benefit H. & A., San Francisco, and 
Jay DeYoung, Continental Casualty, 
Chicago, also were elected to three-year 
terms on the board. They were reelected 
to fill out unexpired terms. 


Careers of New Officers 


John B. Lambert, 18 years in the A. 
& H. and life insurance business, started 
his selling career with the Mutual Bene- 
fit H. & A.. in June, 1933, in Tucson, 
Ariz., where he managed a district office. 
Recognition of his ability came in 1935 


when he was made state manager. He 
continued in that capacity until January, 
1945, when he was transferred to Cleve- 
land as manager of the company’s divi- 
sion office. In four years’ time the A. 

H. premium income of this office 
under his stimulation had jumped from 





CARL A. ERNST 


slightly under $500,000 to over $2,000,000 
annually. 

Mr. Lambert is a past president of the 
Cleveland Association of A. & H.. Un- 
derwriters, one of the largest in the 
country, and a graduate of the Life In- 
surance Agency Management’s course. 
He is in demand as a speaker at associa- 
tion meetings. A graduate of Oklahoma 
University, he coached high school foot- 
ball. While in college he sold insur- 
ance during summer vacations in 
preparation for his full-time career. His 
hobbies include his home and family 
first, golf second and other sports. 
Married, he has three children, ages 
16, 14 and 9. 

Indicative of his belief in insurance, 
Mr. Lambert owns $265,000 of personal 
life insurance and as much health and 
accident as any company will sell him. 

Carl A. Ernst, native of St. Paul and 
educated there, joined the North Ameri- 
can Life & Casualty in October, 1941, 
as field supervisor for four midwest 
states. In June, 1944, he was assigned 
to Milwaukee as manager and about two 
years ago he transferred to St. Paul 
where he is doing. a good agency build- 
ing job. 

Mr. Ernst’s first assignment in the 

(Continued on Page 34) 
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You owe it to yourself to represent a strong well- 
managed company with an enviable claim record 
when you establish your own agency. Select one 
leads. that offers the best accident, sickness and hospital 
expense protection at the lowest possible cost. 
A few exceptionally fine territories are available. 
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Write today for information. 


DON COMPTON JACK OLSON 
Vice President Mgr. Disabilty Department 
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he Combined Group operates in 45 states and the District of 
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A TEXAS COMPANY FOR TEXANS 
LIFE UNDERWRITERS: 


PREFERRED AGENCY 

OPPORTUNITIES IN TEXAS NEW YORK AND MASSACHUSETTS 
ACCIDENT — HEALTH — HOSPITALIZATION 

You are invited to discuss your future with the AGENCY OPPORTUNITIES 

management of an established Texas Company 

which is now expanding its Life Department. 

Many excellent connections are now open. 

Unusual plan of compensation for producers of 

quality business. 


WRITE 
George A. Martin, Jr. H. Raymond Strong 
Field Agency Director Vice President 


AN OLD LIME LEGAL | RESERVE LIFE COMPANY 


Home Office 

120 BOYLSTON STREET 

BOSTON 16, MASSACHUSETTS 
Home Office, 2817 Maple Ave., Dallas 4, Texas 

W. Clement Stone, President 

COMPLETELY MODERN POLICIES * PREFERRED RISK * MORTGAGE REDEMPTION W. Clement Stone, President 
RETIREMENT INCOME * FAMILY GROUP LIFE AND HOSPITALIZATION + FRANCHISE AND 
GROUP HOSPITALIZATION * JUVENILE + TERM * ENDOWMENT 
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Stumpf Proposes 4-Point Program 
For Future Progress of Ass’n 


Stands Firm on “No Compromise” Attitude Toward Cash 
Sickness Laws; Urges A. & H. Men to Step Up Public 
Relations Activity Locally; Tribute to O’Connor 


A four-point program of recommenda- 
tions for future action was submitted to 
the International Association of Acci- 
dent & Health Underwriters by Charles 
B. Stumpf of Madison, general agent, 
Union Mutual Casualty, on the opening 
day of its 20th annual convention. Ke- 
porting as president of the association, 
Mr. Stumpf said that he had personally 
visited during the past year 37 local as- 
sociations as well as being the guest 
speaker on the Pittsburgh Insurance 
Day program. In all he has travelled 
25,211 miles including his recent trip 
to New York to attend the annual meet- 
ing of the Health & Accident Under- 
writers Conference. 

Mr. Stumpf expressed his great ap- 
preciation to his fellow officers and the 
members of the executive board who 
during the past year have devoted much 
time and effort toward the greater fulfill- 
ment of the International Association’s 
objects and purposes. In particular he 
referred to the outstanding job done by 
John B. Lambert of Cleveland, general 
agent of the Mutual Benefit Health & 
Accident and International vice president 
last year who contacted 17 associations 
and attended numerous committee meet- 
ings and conferences; to Carl A. Ernst 
of St. Paul, manager, North American 
Life & Casualty, treasurer, who con- 
tacted 24 associations as a speaker and 
attended numerous conferences, and to 
Wesley J. A. Jones, executive secretary, 
who has worked enthusiastically and in- 
telligently on projects of extreme im- 
portance to the members during the 
past year. 


Continues “No Compromise” 


First and foremost in his proposed 
four-point program Mr. Stumpf. said: 
“We must continue to stand on the 
premise that there is no compromise 
when compulsory cash sickness or dis- 
ability benefits legislation is proposed 
either in the states or nationally. When 
we compromise, we compromise a 
principle and destroy initiative by mak- 
ing people adhere to more rules and 
regulations, thereby causing people to 
sacrifice their independence for the 
illusion called security. 

“Locally and statewide, we must seek 
to improve our organization to meet the 
legislative demands upon us. We will 
need a well-informed, active legislative 
committee in every association to coor- 
dinate the activities of our International 
committee. We must be ready to face 
the issues when they are presented. 

“Nationally, I believe we are further 
away from any form of compulsory 
health bill than we have been in the 
past five years, but this does not give 
us the right to let our defense rest. 

“Again, I warn you not to let down. 
Talk to everyone you can. Sow the seeds 
of the voluntary way every chance you 
get. Become speakers before civic groups 
and spread the word. Coordinate your 
activities locally with other right-think- 
ing organizations and stand on the 
principle that there is no compromise.” 


Our Duties and Obligations 


As his second point Mr. Stumpf said 
that A. & H. people have duties and 
obligations to perform before they are 
in a position to seek their rights and 
privileges. He therefore declared: “We 


Position 
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must obligate ourselves to insure more 
people and accept that as a duty before 
we can justifiably ask for rights. We 
are proud of our business, for we are 
paying back to the policyholders more 
cents out of every dollar than any other 
branch of insurance business. We are 
making great strides, but let us have 
the desire to do a better job. We all 
believe in the perpetuation of the Ameri- 
can Agency System. But the proposed 
welfare state—the illusion of security— 
is a threat to the agency system. There- 
fore, to protect that which is ours, and 
which has served America’s wage earn- 
ers well, we must accept our duty of 
convincing more and more people that 
a man is never less secure than when 
he is taken care of by someone else, 
that the only real security is the op- 
portunity to do something for one’s self. 

“The public’s keen interest today in 
disability insurance imposes an obliga- 
tion upon the agent and the companies. 
We must accept this challenge.” 


Local Emphasis on Public Relations 


Increased emphasis locally on A. & 
H. public relations was Mr. Stumpf’s 
third recommendation, and he said: 
“Ally your association with the local 
hospital association, the medical society, 
and the dental society. Let them know 
what you are trying to do, that we have 
many things in common. The associa- 
tions which have promoted a common 
interest among these groups have found 
that it has paid big dividends. When 
we join with these people, there is a 
common understanding which materially 
helps in the processing of claims and 
obtaining reports. 

“We also have many common allies in 
organizations such as local Chambers of 
Commerce, Insurance Agents Associa- 
tions, Life Underwriters, medical and 
dental associations, American Legion, 
the Farm Bureau, manufacturers asso- 
ciations, and many others. It is our ob- 
ligation to let them know we are with 
them. 

“We should be well-organized in our 
respective communities and hold meet- 
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AMA Ad Campaign 
Tie-in Urged by Jones 


VOLUNTARY INSURANCE THEME 





International Ass’n Secretary Points to 
Nine Locals Formed in Past Year; 


Sales Portfolio Ready in Fall 





The forthcoming national advertising 
campaign of the American Medical As- 
sociation with the theme, “The Volun- 
tary Way Is the American Way,” was 
featured in the annual report made by 
Wesley J. A. Jones, executive secretary, 
at the annual convention last week of 
the International Association of Acci- 
dent & Health Underwriters. Stressing 
that this campaign is designed to ac- 
quaint the American public with the 
advantages and the availability of volun- 
tary health insurance protection, Mr. 
Jones hoped that local and state A. & H. 
associations in cooperation with the 
companies will tie-in their own sales 
efforts with the AMA program which 
is scheduled to be launched in the fall. 


Mr. Jones has been appointed chair- 
man of an_ industry-wide committee 
which, he said, will report to the insur- 
ance companies and agents of America 
the time schedule of the AMA campaign. 
Furthermore, this committee will make 
available to the A. & H. industry count- 
less suggestions for tie-in advertising 
and, particularly, recommendations for 
conducting vigorous sales campaigns 
within each communitv. He emphasized: 
“You can appreciate that, when 90 mil- 
lion American adults are suddenly made 
conscious of voluntary health insurance 
it would be a less-than-average sales 
force which would not immediately capi- 
talize upon that awareness with an ag- 
gressive sales promotional campaign.” 


A. & H. Sales Portfolio 


Another association project which Mr. 
Jones deemed of “tremendously practical 
value to the association’s membership” 
is the recently announced sales portfolio 
which is scheduled to be ready some- 
time in the fall. Assembling of this port- 
folio is under the direction of a special 
committee of which E. H. “Count” Muel- 
ler of Milwaukee is the chairman. It will 
contain 100 timely, usable sales ideas 
contributed by leading personal pro- 
ducers of A. & H. insurance and par- 
ticularly by members of the Leading 
Producers Round Table. Calling atten- 
tion to its worthwhileness Mr. Jones 
said: 

“In this portfolio you will find every 
phase of an accident and health sale, 
from the pre-approach through the 
close, each highlighted with more than 
one successful technique. We are con- 
fident that every single idea in this 
volume, if used, will be worth several 
times the purchase price. Whether you 
are a general agent, manager or agent, 
we know you will find an appropriate 
use for ‘Successful Ideas for A. & H. 
Sales. We urge you to watch for an 
announcement of its publication date.” 


Reviews Progress of Past Year 


Reviewing the progress of the past 
year Mr. Jones spoke of the Interna- 
tional Association’s move from Indian- 
apolis to Chicago last July as “one of 
the most valuable steps taken in our 
history.” “It has made possible,” he said, 
“the rendering of better service to all 
association members because of the ad- 
vantageous geographical location of Chi- 
cago. Furthermore, and most important, 
it has permitted the staff and officers 
of our association to work more closely 
during the past year with other trade 
associations in or allied with the insur- 
ance business.” 

Mr. Jones then reported that although 
he had traveled slightly less than dur- 
ing the preceding association year, he 
visited 29 local and state associations 
and, by agreement with other. Interna- 


tional officers, directed a large part of 
his efforts while on the road toward the 
development of new local associations. 
As a result, nine new associations have 
been formed since the 1949 annual con- 
vention. They are located at Flint, 
Mich.; Wichita Falls, Tex.; Charleston, 
W. Va.; Winston Salem and Raleigh, 
N. C.; northeast Iowa and western 
Iowa; north central Wisconsin and Ver- 
mont. “We welcome these associations 
into affiliation with the International 
Association, and we hope that their 
members will benefit immeasurably by 
their joining,” Mr. Jones said. 

Along educational lines the Interna- 
tional’s executive secretary instructed 





WESLEY J. A. JONES 


three classes in A. & H. insurance this 
year in widely separated parts of the 
country. The first class was held from 
January 9-21 at Drake University, Des 
Moines, under the sponsorship of the 
Des Moines Accident & Health Under- 
writers Association. The second session 
was from February 20-March 3 in Salt 
Lake City at the University of Utah, 
under the sponsorship of the Utah As- 
sociation of Accident & Health Under- 
writers. The third session was held in 
Brooklyn at Long Island University 
from April 10-22 under the sponsorship 
of the Brooklyn Association of Accident 
& Health Underwriters. The total at- 
tendance at these three schools was 50 
students. 

While all three of these courses were 
well received, the executive board of 
the association has requested Mr. Jones 
in the future to discontinue spending so 
much time in absence from his regular 
duties for the sole purpose of education. 

Mr. Jones explained in his report as 
chairman of the education committee 
that 1950 is the first year that these 
courses, pattern after the Purdue type 
of A. & H. sales training, have been 
promoted and sponsored directly by 
local associations. The plan was con- 
ceived to lighten the load of educational 
work formerly conducted by the asso- 
ciation’s staff. It was also felt that local 
promotion would stimulate greater at- 
tendance. While the results of the three 
sessions have not entirely borne out 
this hope, Mr. Jones expressed deep 
appreciation to the presidents and edu- 
cation committee chairmen of the three 
local associations “for their untiring ef- 
forts and ungrudging cooperation in in- 
stituting these classes.” 

Recommendation on Education 

Looking ahead, he said the educa- 
tion committee is studying a proposal 
whereby the International Association 
may make some type of educational plan 
available to local groups and still meet 
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Cc. C. CRISS a E. S. ADAMS 
CHAIRMAN OF THE BOARD EXECUTIVE VICE PRESIDENT 


WHEN WRITING ABOUT YOUR POLICY, 
PLEASE GIVE NUMBER. 


AAS June 26, 1950 


Mr. J. B, Lambert, President, 

International Assn. of Accident & Health Underwriters, 
330 Williamson Building, 

Cleveland 14, Ohio. 


Dear John: 


All of us with Mutual of Omaha send sincerest congratulations to 
you on your election to the presidency of the International Associ- 
ation of Accident and Health Underwriters. We are proud of your 
achievements and feel confident that the forthcoming year holds a 
promise of great good being accomplished through the Association. 


The necessity for continued efforts to extend and improve the sale 
of accident and health insurance and to maintain its high standard 
of service should be obvious to everyone today. Our fellow citi- . 
zens throughout the land look for us to supply them this means of 
providing protection through their own initiative and in the Ameri- 
can way. The growth and service of the International Association 
has contributed greatly to this progressive improvement. Thanks 

to the efforts of you and those who preceded you in your position 
and to the executive committee and other members of the Association, 
it has gained in membership, established chapters throughout the 
North American Continent and is entering an era of greater service. 





The Association has a great opportunity and with you as its head 
we know that it will continue its outstanding progress of the past. 
You and your associates can help others find success in this busi- 
ness. In this success they not only achieve happiness for them- 
selves and their families, but each and every one contributes his 
share toward preserving the system of free competitive .enterprise 
in the field of social security with all that that means in pre- 
serving the American way of life. 





— a In your efforts you will have the continued wholehearted coopera- 
amittee oi tion of Mutual of Omaha which means all of those fine associates 
a ( of yours and mine, so many of whom are active in supporting the 

e been work of the International Association. Congratulations again and 
of : best wishes for continued success and happiness. 
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Emerson Davis Scores 
Socialistic Schemes 


URGES ACTIVE OPPOSITION 





Inter-Ocean’s State Agent in Texas 
Urges A. & H. Industry to Fight 
Vigorously; Upholds Dignity 





Emerson Davis of Dallas, state agent 
of the Inter-Ocean Insurance Co., had 
an attentive audience as he delivered 
his “straight from the shoulder” talk, on 
socialistic tendencies of the Federal gov- 
ernment at last week’s annual conven- 
tion of the International Association of 
Accident & Health Underwriters. De- 
claring himself to be a Jeffersonian 
Democrat and a state’s rights Democrat, 
Mr. Davis made clear that he had no 
sympathy whatever for what he believes 
to be a “deliberate and planned attempt 
on the part of the present Fair Deal 
administration to indirectly but inevita- 
bly socialize our country, to destroy free 
enterprise and capitalism, and to substi- 
tute planned economy and the Welfare 
State for the profit incentives of our 
American economy.” 

Above all, the speaker was outspoken 
in his opposition to socialized medicine 
and to government-controlled compul- 
sory insurance. He felt that his audience 
would go along with him in such opposi- 
tion and would be strongly in support 
of voluntary insurance “principally be- 
cause that affects us immediately.” But 
Mr. Davis said that to be opposed only 
to one phase of “a deliberately planned, 
insidious transformation of our capitalis- 
tic economy to a socialistic economy” is 
not sufficient. He declared: 

“If you are to be truly effective in 
your opposition . you must oppose 
vigorously and continuously all efforts 
to deprive you of your birthright of 
liberty and freedom.” 

Principles More Important Than 
Party Labels 

Puttine the $64 question, “what can we 
do about these socialistic schemes ?” Mr. 
Davis gave this advice: “As a citizen 
it is your responsibility to elect to office 
those men committed to the principles 
in which you believe. The time has long 
since passed when we should continue 
to wear the brass collar of party regu- 


Lambert and Ernst 


(Continued from Page 30) 


IAAHU was as chairman of the Lead- 
ing Producers Round Table. His election 
to the executive board followed. A grad- 
uate of the LIAMA school, he was also 
a charter member of the original Twin 
Cities A. & H. Association. 

Charles E. Rea’s Career 

Charies E. Rea, founder and head of 
Charles E. Rea, Ltd., general agent, 
Provident Life & Accident, has had 
wide experience in several lines of in- 
surance in both the United States and 
Canada. He was one of the founders 
of the Toronto Accident & Health As- 
sociation and a past president. He was 
a member of the executive board of the 
International Association prior to his 
election as treasurer. He also serves on 
the Disability Insurance Coordinating 
Committee. 

Mr. Rea is a member of the Provincial 
Parliament having been elected on the 
Conservative ticket in 1948. He is active 
in a number of civic organizations, in- 
cluding chairmanship for Ontario of the 
United Emergency Fund for Britain, the 
district chairmanship of the Community 
Chest, and chairmanship of the training 
committee of the Toronto Boy Scouts. 

Following the election of officers, the 
Council unanimously accepted an invita- 
tion to hold the 1952 convention in 
Asbury Park, N. J. The action followed 
the withdrawal of the Chicago invita- 
tion issued at last year’s meeting in 
Cleveland. 





larity. Principles are more important 
than party labels. You should elect to 
office men of principle whose thinking 
coincides with your own and who will 
have the moral courage to vote their 
convictions in all legislation affecting the 
welfare of the country. A politician casts 
his vote in terms of its’ effect on the 
next election. A statesman casts his vote 
in terms of its effect upon generations 
to come. 

“What can we do about it? Not only 
can you do the things you know you 
ought to do to protect and defend our 
glorious heritage, but you can, you 
should, you must instill in your children 
a proper understanding of what the 
heritage means. They must learn to 
love liberty, to fight for liberty, if need 
be, to die for liberty. Only by the re- 
tention of these rights and privileges so 
hardly and costly won can we Justify 
our existence, can we honorably dis- 
charge the stewardship entrusted to us 
by our forefathers and fulfill our obli- 
gation to our children. 


Duty as A. & H. Underwriters 


“As A. & H. underwriters it is your 
duty and your privilege to convince your 
prospect that he has a responsibility to 
himself, to his family and to his com- 
munity, to provide himself against the 
hazards of life voluntarily, of his own 
free will, prudently to set aside from 
the sum of his present income the few 
cents daily necessary to guarantee that 
when sickness or accident strikes him 
down he and his own will be provided 
for. It is a right purchased by the re- 
wards of his own sweat or the remu- 
neration derived from his own special 
ability. He need not and should not be 
a supplicant for the largess of any gov- 
ernment, doled out by some time-serving 
bureaucrat. 

“There is nothing as frustrating, nor 
as debasing to the human spirit as to be 
at the mercy of some red-tape artist, 
known as a civil servant, who is neither 
civil nor willing to serve. 

“Whenever you induce a breadwinner to pur- 
chase an insurance policy and protect himself 
and his loved ones against the hazards of the 
future, you have strengthened his self-reliance, 
increased his measure of independence and 
added to his stature as a man. When you 
strengthen the character of an individual in a 
community you strengthen the character of the 
community, you improve the independence and 
self-reliance of the country. We need a rededi- 
cation to the principle of, a revival of faith 
in, the essential dignity of the individual, his 
right and his duty to aspire, to strive, to 
achieve his own security by the exercise of his 
own abilities and by his adherence to the old- 
fashioned precept of hard work, prudence and 
foresight. 
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THE COUNTRY’S MOST FRIENDLY COMPANY 


Offers: ... 


© Modern and attractive agent’s and general agent’s contracts to those 
looking for a permanent connection. 


© Complete line of Life Insurance policy contracts from birth to age 65 
with full death benefit from age 0 on juvenile policy contracts. 


@ Complete line of Accident and Health policy contracts with lifetime 


benefits. 


@ Individual Family Hospitalization contracts with surgical, medical and 


nurse benefits. 
@ Complete substandard facilities. 


@ Educational program for field man. 


Strong, Progressive Company 
Older than 85% of all legal reserve life insurance companies 


Company’s Expansion Program Offers 
Openings in California, Florida, Illinois, Indiana, Kansas, Michigan, 
Minnesota, Missouri, Nebraska, New Jersey, North Dakota, Ohio 
and Wisconsin. 


NORTH AMERICAN LIFE INSURANCE CO. 
OF CHICAGO 








Cc. G. ASHBROOK, 
Vice President—Director of Agencies 





FRESENTATION TO SKUTT 


“Man of Year” Award Made by Wess- 
man; Appreciatively Accepted by 
Mutual of Omaha President 

Presentation of a bronze plaque to 
V. J. Skutt, president of Mutual Benefit 
H. & A. of Omaha as winner of the 1950 
Harold R. Gordon Memorial Award, the 
“Oscar” of the A. & H. industry, was one 
of the big features of the International 
Association’s convention cruise last 
week, This award, the highest individual 
honor the industry can bestow, stamps 
Mr. Skutt as the A. & H. man of the 
year. Annually presented by the Chicago 
A. & H. Association, the designation a 
year ago was conferred upon Edward 
H. O’Connor, managing director, Insur- 
ance Economics Society. 

Irving G. Wessman, Loyalty Group’s 
secretary, and chairman of the Memorial 
Award Committee, made the presenta- 
tion to Mr. Skutt Tuesday evening, June 
27. In his speech Mr. Wessman gave 
recognition to Mr. Skutt as a “great 
and able man” who has exerted wide in- 
fluence “through associations, press, 
addresses before civic, industry and state 
supervisory representatives in behalf of 
our A. & H. industry. . .” 

In accepting the award Mr. Skutt 
said he regarded the “Oscar” as a symbol 
of Harold R. Gordon’s faith,’ tinselfish- 
ness, cooperation and. tolerance in his 
pioneering role in thé “A. & H. business. 
He pledged his continued cooperation in 
helping to carry out the principles and 
ideals of the International Association. 

President of Mutual of Omaha since 
1949, Mr. Skutt has been with the or- 
ganization since 1924. He is a graduate 
of Creighton University Law School and 
prominent in Omaha business and civic 
affairs. A past president of the Health 
& Accident Underwriters Conference, he 
is at present an ex officio member of its 
executive committee. 


Mrs. Maryland Hull Elected 


Women’s Division Chairman 


Mrs. Maryland Hull of Chicago was 
elected chairman of the women’s divi- 
sion succeeding Mrs: Ethel Smith of 
Cleveland. She was formally introduced 
by newly elected President Lambert. 
Mrs. Hull stressed the need for erasing 
the line of distinction between the men’s 
and women’s part in A. & H. Mrs. Hull 
is with the Zurich. 
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A. & H. Convention Cruise 
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We get more business in fewer hours 
by ringing doorbells. We’re a young 
company and we don’t mention fur- 
nishing leads at all. 

(b) We believe the mere fact that a 
man has family obligations at home is 
enough incentive in itself to make a 
man want to go out and get his own 
leads. 

(c) We tie in with the local Welcome 
Wagon to get our new policyholders. 
Whenever a new baby arrives, we’re 
right on the job and we find this a 
successful method. 

Q. Would it be feasible for every con- 
tract to be non-cancellable? 

A. 1. The cost would be all out of 
proportion to the prospect with an 
average income. 

2. Experience on non-cancellable is 
not adequate enough to be sure that 
all policies could be written on this 
basis. From a public relations stand- 
point non-cancellable may be the best, 
but other conditions must be consid- 
ered. Pre-existing sickness or condi- 
tions, for instance, could not be cov- 
ered. 

Q. Could an assigned risk pook be formed 
for undesirables in A. & H 

A. Nothing is pil However, 
unless we can insure larger propor- 
tions, an assigned risk pool would be 
undesirable and dangerous. In larger 
groups it may be possible. If such a 
move should be taken, it should be 
started on a basis of taking certain 
risks, but not all risks. Since life 
insurance companies can cover sub- 
standard risks, it is possible that A. & 
H. may someday be able to do likewise. 

Subject to approval of the associa- 
tion’s executive board the Leading 
Producers Round Table voted unani- 
mously to raise minimum membership 
production requirements from $5,000 to 
$7,500 in premiums. 

Closing Session’s Features 

At the concluding session of the con- 
vention Thursday evening, W. F. Mit- 
chell of Whitaker & Baxter, the public 
relations firm which is handling the 
American ~Medical Association’s fight 
against socialized medicine, talked on 
the importance of the insurance indus- 
try and the medical profession waging 
the battle together. 

Will Reinsch, president of the Omaha 
Association, explained how the group 
furthered better relations between :doc- 
tors and insurance agents by promoting 
gatherings of these two organizations. 
He urged that the wives also be present 
to help spread the story, and_ that a 
representative of the local Medical 
Society be invited to speak at local 
sales congresses. 

Lyman C. Baldwin, vice president, 
Security Life & Accident of Denver, 
whose address closed the meeting, im- 
plored A. & H. salesmen to think big 
things and dream big dreams, if they 
want the dreams of yesterday to be- 
come the realization of tomorrow. 

Generally speaking the International 
Association’s experiment with Great 
Lakes convention cruise was a success. 
The Detroit association, headed by Bill 
Brink, general chairman, received com- 
mendation from the association by 
resolution for its untiring efforts in 
planning the trip. 

The first stop was made at Midland, 
Ont., at 6:30 Tuesday evening. Next 
stop-over was at the famous Sault Ste. 
Marie locks Wednesday evening. Thurs- 
day morning the’S.S. Greater Detroit 
docked at Mackinac Island for a day 
of buggy-riding and sightseeing, golf- 
ing and souvenir hunting. By the time 
the ship docked Friday morning at 
Detroit, the convefttion party was con- 
vinced that they had truly experienced 
one of the outstanding gatherings in 
the association’s history. 
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Fear vs. Courage Theme 
Of L. C. Baldwin’s Talk 


HITS INSPIRATIONAL NOTE 





Security Life & Accident V. P. Stirs 
Convention With Success Philosophy; 
His Five Sales Ingredients 





The inspirational highspot of last week’s 
annual convention of the International 
Association of Accident & Health Un- 
derwriters, held aboard the S.S. Greater 
Detroit on Lake Huron, was the address 
by Lyman C. Baldwin, agency vice pres- 
ident, Security Life & Accident of Den- 
ver. Mr. Baldwin varied the pattern of 
the convention type of sales talk by 
quoting from Alexander Pope’s famous 
“Essay on Man” to the effect that man 
can rise to glorious heights but he can 
also fall into the depths of despair. He 
also quoted from Ella Wheeler Wilcox’s 
epic poem on “The Set of the Sails” 
which he selected as the title of his 
address. 

At the outset Mr. Baldwin put the 
questions: “What makes some men excel 
and others fail? Why do some men 
slush along in the rut of complacency ?” 
One reason, in his opinion, is that there 
is a constant and everlasting struggle 
between man, his nature and his spirit. 
“The body desires rest and ease .. . but 
there is a more powerful force working 
always within us. It is the cry of the 
spirit for growth, development, achieve- 
ment; recognition for a job well done, 
and the possession of material things.” 


Two Dominant Forces 


Further along the speaker declared 
that fear and courage are the two domi- 
nant forces operating in the world today. 
In the fear category he pictured people 
as “fearful of both the present and the 
future, fearful of living and dying, fear- 
ful of the loss of business and of pov- 
erty.” To illustrate his point that even 
the greatest of the world’s leaders at 
some time in their careers were filled 
with fear and despair, Mr. Baldwin read 
two letters written by discouraged men. 
One was written by Abraham Lincoln 
who, at age 40, said: “. .. to remain as 
I am is impossible ... I must die to be 
better.” The other, penned by Napoleon 
3onaparte at age 30, put the dismal 
question: “Since death must come to 
me sometime, why should I not kill 
myself ?” 

Both Lincoln and Napoleon later rose 
to great heights of achievement by over- 
coming fear with courageous action. 

Mr. Baldwin maintained that fear in 
moderation is good. “It acts as a spur 
to action, but carried too far, it will 
surely lead to failure and want.” On 
the other hand, “it is utterly impossible 
to detour the courageous, determined 
man—one who is willing to pay the price 
in the achievement of his objectives. 
But there is no philosophy or science 
by which men and women can attain 
success when they think, talk and act 
like failures.” 


Application of Sales Ingredients 


Applying his philosophy to insurance 
selling, the speaker pointed to five 
essential ingredients necessary to make 
sales. He listed energy as No. 1 but 
said it must be properly directed energy. 
In addition, insurance salesmen must 
have enthusiasm which, he said, comes 
from the Greek words “en theo,” the 
God in you; normal intelligence—or the 
ability to transmit the knowledge that 
we possess; work which is the applica- 
tion of energy, enthusiasm and the 
knowledge that we have of our business. 
Finally Mr. Baldwin mentioned orderly 
planning .. . the sum of these attributes 
materialized on the planning board 
which makes possible the attainment of 
your objectives. 

The practical use of these success in- 
gredients was underscored by Mr. Bald- 


(Continued on Page 38) 


Hold Leadership Forum 
For Local Officers 


NEW STATE ASS’NS URGED 





Ernst, Stumpf and Jones Participate in 
Discussion on Problems Including 
Membership and Dues 





In the leadership forum for local asso- 
ciation officers, held Wednesday after- 
noon, June 28, Executive Secretary Wes- 
ley J. A. Jones reviewed the entire 
organization set-up of the International 
Association, discussed its function, and 
urged all local associations to call on 
their executive board members, or the 
International’s headquarters office in 
Chicago, for assistance in solving their 
individual problems. 

Carl Ernst, newly elected vice presi- 
dent, asked local associations to do 
everything possible to form state asso- 
ciations. “When you're talking to legis- 
lators, your word carries much more 
weight if you can say you are repre- 
senting a state association instead of a 
local city,” Mr. Ernst said. He told how 
the Minnesota association was formed 
and called on members of the Ohio and 
Texas associations to tell how they or- 
ganized, what dues were charged, and 
what the advantages of a state associa- 
tion were. 

It was emphasized that the state asso- 
ciations would in no way supersede the 
local associations. 

Interesting Local Meetings 

Charles Stumpf then led a discussion 
on how to have interesting local meet- 
ings. He cited the example of the suc- 
cess of the Omaha association which 
engages its speakers early and plans a 


{Continued on Page 38) 


W. J. A. Jones Report 


(Continued from Page 32) 


the executive board’s requirements. “In 
that regard,” Mr. Jones reported, “A 
study has recently been made of the 
Life Underwriters Training Council pro- 
gram of life insurance education. The 
cooperation of this group in making 
their materials and results available to 
our association is gratifying. 

“The education committee will con- 
tinue its study and will report its pro- 
posals to the executive board at its 
next semi-annual meeting and, subse- 
quently, to the 1951 convention. 

“The committee is of the firm belief 
that, if a continuation of the present 
course and its present availability is not 
feasible it should definitely recommend 
to this association a plan for some sort 
of an educational program under the 
sponsorship of the International Asso- 
ciation. We believe that education of 
both the new and experienced agents in 
the A. & H. business is a responsibility 
of the association wherever the facilities 
of companies and agencies are inade- 
quate. Such inadequacies appear most 
frequently, as countless field men in the 
A. & H. business will testify, and par- 
ticularly so at this time when an in- 
creasingly larger number of companies 
are entering our business.” 


Finances in Good Shape 


Turning his attention to the Interna- 
tional Association’s finances, Mr. Jones 
said: “This subject is of vital concern 
to the executive board and officers be- 
cause the extent of the association’s 
current income obviously measures the 
services which can be rendered to the 
local associations and, in turn, the gen- 
eral membership. As a matter of fact, 
the finances of the International Asso- 





The ROUGH WAY 
TO get 
where you want 
to go! 

John Hammeran- 


tongs found the go- 
ing rough, selling a 


LIFE HEALTH 





line of bolts to hardware stores. Business was 
better when he added a new line and sold nuts, 
bolts and screws. But he didn’t start making a 
sale with almost every call until he had a full 
line of hardware to offer. Moral: get the full 
line of Health, Accident, Hospitalization and 
Life with Inter-Ocean. 


INTER-OCEAN Insurance Company 


CINCINNATI, OHIO 
Personal Protection Since 1903 
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ciation were of prime importance in the 
executive board’s consideration of the 
proposed move to Chicago last year. The 
board rightfully pondered the wisdom of 
increasing the basic administrative ex- 
penses, which were anticipated in Chi- 
cago, at the risk of decreasing the serv- 
ices to the general membership. It has 
been true that these expenses have been 
greater this year, but we have still been 
able to extend our services to the mem- 
bership by additions to our staff. 

“While the association has had $2,190 
less income with which to conduct its 
affairs in Chicago than it had in In-' 
dianapolis during 1948-1949, it is a pleas- 
ure to report that during the fiscal year 
ending May 31, 1950, we operated within 
our budget, and even contributed a rea- 
sonable addition to our surplus reserve 
for the first time in three years.” 


Before closing Mr. Jones said that 
increased attention was paid in the past 
year to improve the International Asso- 
ciation’s relationships with the insurance 
trade journals and with State Insurance 
Commissioners. For the press there were 
more frequent and more complete press 
releases, he said. And for the Commis- 
sioners the association instituted an in- 
formational bulletin service, “designed to 
make them better acquainted with our 
programs and activities.” The grateful 
response of these authorities, said Mr. 
Jones, has proved the value of this 
service. 





Stumpf’s Report 
(Continued from Page 32) 


ings with these other organizations as 
did William Reinsh, president of the 
Omaha association last spring when over 
300 interested people of Omaha particu- 
larly doctors and insurance men, dined 
together and listened to an inspiring 
address by E. H. O’Connor, managing 
director of the Insurance Economics 
Society. 

“I know this will embarrass Ed 
O’Connor, but I want him to know that 
we as an association appreciate the fine 
work he is doing all over the United 
States. His addresses before large 
groups is provoking the right kind of 
thinking, and is helping all of us in 
our common project of letting the people 
know what is happening.” 


Better Training and Education of 
Salesmen 


Mr. Stumpf’s fourth point was that 
“we should encourage home office and 
general agencies to do a more efficient 
job in training and educating their sales- 
men.” He went on to say: “We, the 
salesmen of the A. & H. business, must 
realize the importance of our profession- 
al position in this business. We may 
have the finest and most modern home 
office, the most complete coverage avail- 
able, but until we sell a policy, our home 
office does nothing. Nothing happens! 
We cannot become complacent with the 
job we are doing; rather, we should 
continue to educate ourselves to do a 
better job. 

“We can take a leaf out of a survey 
made recently by Dun & Bradstreet on 
why customers prefer one store to an- 
other. Over 100,000 people sent in re- 
plies to questionnaires, showing that 
4.8% like one store better than another 
because of low cost of merchandise, 
5.6% because of prompt service, 7.3% 
because of convenient location, 9.7% 
because of the wide choice of mer- 
chandise, 13.1% because of the high 
quality of merchandise, and 34.4% be- 
cause of the efficient sales people. 


“These figures may help to prove the 
point that the American public appre- 
ciates efficient qualified salesmanship. It 
is my recommendation, therefore, that 
we encourage home offices and general 
agencies to do a more efficient job of 
training and educating their salesmen.” 
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““Unforeseen events...need not change and shape the course of man’s affairs” 





This is another Maryland 
safety advertisement intended 
to help curb automobile acci- 
dents and build good will for 
Maryland representatives. 











“Easy on the gas, Mister!” 


THAT INCH or so between your acceler- 
ator and the floorboard may be the life 
span of a child. Don’t shorten it. Go easy 
on the gas! 

Each year more than 3,000 children are 
killed and 165,000 injured by automobiles. 
Many of these accidents could be avoided if 


drivers would only remember that a child’s 


irresponsibility adds to their responsibility. 


Do your part. Resolve to drive carefully... 
alertly...at all times. Be especially careful 
near playgrounds, and wherever children 
are apt to be. Obey all traffic signals and 
road signs. Play safe—and let children play 
safely. Remember: the wheel of your car is a 
wheel of chance. Handle it with care. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


All forms of Casualty Insurance, Fidelity and Surety Bonds, for business, industry and the home, through 10,000 agents & brokers 
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International 


A. & H. Ass’n Meeting, 


Detroit, 


June 27-30 





Reports of Committee Chairmen 
Point to Assn.’s Broad Scope 


Reports of committee chairmen, submitted to the annual convention last week of 
the the International Association of A. & H. Underwriters, are indicative of the useful 
and broad gauged activity of the organisation during the past year. Highspotting these 
annual reports the following spot news of general interest to local and state associations 


is revealed : 


Membership results in the past year— 


Carl A. Ernst of St. Paul, general mem- 
bership chairman, said that on May 31 
there were 308 less members than at the 
same time a year ago. He explained that 
this member deficit .represents in large 
measure, members whose dues were re- 
newable in April and May. He believed 
that a large percentage of these mem- 
bers will return but their tardiness in 
renewing, he said, must be renorted for 
purposes of the record as of May 31. 

Pointing to the severity of the asso- 
ciation’s lapsation problem, Mr. Ernst 
said it cannot be too greatly emphasized 
“when it is realized that the turnover of 
the International Association’s _ total 
membership is approximately one-third 
each year. He therefore urged that all 
local association officers bear their indi- 
vidual responsibility for this total prob- 
lem by collecting and remitting annual 
dues as quickly as possible prior to ex- 
piration date when notices are received 
from the headquarters office. 

An innovation this year is the general 
membership committee’s development of 
a new application for membership in 
brochure style. It is designed to replace 
the two pieces currently used—the appli- 
cation blank and the booklet “Sales 
Partners” which will be incorporated in 
the new brochure. 

Closing his report on a happier note, 
Chairman Ernst reported that the nine 
new associations formed during the past 
year have brought 250 new members into 
the International’s fold. He urged that 
extensive development work be_ con- 
tinued during the coming year. 

Sustaining Membership results—Re- 
port of this committee showed that a 
total of 33 new sustaining memberships 
have been procured by the association 
in the past year. However, this gain has 
been offset by a lapse of 27 sustaining 
members, making a net gain of six. The 
present total is 108. 

Specific recommendations have been 
made by the committee to the executive 
board with respect to a plan of action 
for procuring sustaining members during 
the next association year. This plan of 
action, it was explained, has been elabo- 
rately designed in cooperation with a 
sales promotion consultant. 

The committee is also giving study to 
a new type of membership—that of con- 
tributory membership—which will pro- 
vide certain services and benefits not 


Baldwin's Address 


(Continued from Page 36) 





win when he asked: “How are you going 
to stir up activity in your business or- 
ganization if production is in the dol- 
drums? If cold turkey calls are required, 
then make them. If it is cold turkey 
work over the telephone, start phoning. 
If it is seeking centers of influence, then 
start looking for them. Find your mar- 
ket and work it. Use your imagination, 
and employ your time and energy sys- 
tematically. 

“As salesmen, we sell our services in 
the open market to the highest bidder. 
If we are a thousand-dollar-a-year man, 
that is what we will get. If we are five, 
ten, fifteen or fifty thousand a year 
men, that is what we will be paid. Don’t 
sell yourself short. Just know one thing 

your life, mine, and that of every 
human being is dominated and controlled 
by this wonderful machine above the 


’ 


ears—our minds.” 





customarily given to regular members 
of the association. It was recommended 
that dues for this new type of member 
be $10 per year. It was designed for in- 
individuals in the association “who wish 
to make some extra contribution to the 
work of the association but who are at 
present unable to do so to the extent of 
a regular sustaining membership.” 

Public Information Committee’s Work 


As reported by Bert A. Hedges, CLU, 
Wichita general agent of Business Men’s 
Assurance, this committee studied and 
made recommendations for improve- 
ments in relationships between local A. 
& H. associations and local hospitals. 
Its primary recommendation in this con- 
nection is that commercial hospital in- 
surance plans would benefit if compa- 
nies would simplify and unify medical 
history forms. A further suggestion, 
made to the headquarters staff, was that 
companies be urged to stress the value 
and importance of voluntary coverage in 
their advertising. This suggestion, it was 
brought out, will be fulfilled largely 
through the activities of the industry- 
wide committee of which Executive Sec- 
retary Wesley J. A. Jones is a member. 

Leading Producers Round Table 


Sidney Fields of Cleveland, reporting 
as chairman of the Leading Producers 
Round Table, gave the following evi- 
dences of progress: 

“The Leading Producer certificate, 
which the International Association 
awards to each member of the Round 
Table, has been redesigned and is now 
a handsome tri-color proclamation of 
achievement. 

“This year has marked an increase of 
publicity through informative trade jour- 
nal articles and bulletins prepared and 
released by the International Associa- 
tion Headquarters. Next year the Lead- 
ing Producers anticipate an increase in 
size due to similar publicity and attempts 
will be made to induce home office 
officials to give their salesmen, who ful- 
fill the requirements of our honorary 
organization, greater recognition through 
membership in the Round Table. 

“Projects under current consideration 
are the possible redesigning of our gold 
lapel pin and the revision of qualifica- 
tions of membership in the Leading Pro- 
ducers Round Table. 

“The coming year will also bring the 
publication of the Lebby-Gordon Memo- 


Bill Brink Did Fine Job 


As Convention General Chr. 
Bill Brink, the convention general 
chairman, won praise for the fine job 
done by his committee in the planning of 
the 1950 convention cruise. As president 





BILL BRINK 


of the Detroit association, which spon- 
sored the entire program, Mr. Brink 
carried the chief responsibility. 

A graduate of University of Texas and 
now 31 years old, Bill Brink’s first con- 
tact with A. & H. and life insurance 
was in 1941 when he joined his father’s 
agency—the Earl B. Brink Agency of 
Mutual Benefit H. & A. and United 
Benefit Life—as a salesman He at- 
tended the Life Insurance Agency Man- 
agement Association’s school that year 
in Chicago. In October, 1942, he enlisted 
in the Army Air Force and entered 
active duty the following January. Over 
two years later he returned to civilian 
life and resumed his work with the 
Brink agency. One of his first acts was 
to take the Purdue A. & H. course. 

He has been one of the stalwarts of 
the Detroit A. & H. Association for 
several years past; served as its secre- 
tary-treasurer and now is its president. 





rial Committee’s project, “Successful 
Ideas for A. & H. Sales,” which is pri- 
marily based upon sales ideas contrib- 
uted by members of the Leading Pro- 
ducers Round Table.” 

Hospital Insurance Committee 


James R. Williams of the Health & 
Accident Conference staff, reported as 
(Continued on Page 42) 


Carefully Selected Loyal Representatives are 


Immediate Schooling by Quolified Home Office 
Representatives in NON-CANCELLABLE, 
GUARANTEED RENEWABLE SICKNESS 
AND ACCIDENT SALES METHODS. 


Additional Schooling by Quolified Home Office Rep- 
resentatives in LIFE INSURANCE TO PROVIDE 
COMPLETE PERSONAL PROTECTION. 


Thorough FIELD TRAINING IN THE USE OF 
FIELD-DEVELOPED AND FIELD-PROVEN 
SALES TOOLS. 


JOHN M. POWELL, President 
W. B. CORNETT, First Vice President 





LOYAL PROTECTIVE LIFE 
INSURANCE COMPANY 


——__ BOSTON 15, MASSACHUSETTS 
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The Complete Circle 
Of 
Personal Protection 








Covering the four big gaps in the 
family's security. 


*Disability 
*Death 
*Unemployment 
*Old Age 
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Service Since 1886 














Over $52,000,000 paid to disabled 
policyholders or their beneficiaries. 






If you are interested in selling “the 
complete circle of personal protec- 
tion" ask us for details. 


NORTH AMERICAN 
ACCIDENT INSURANCE CO. 
209 S. LaSalle St., Chicago, Ill. 














His committeemen in handling the In- 
ternational Association’s cruise included 
Jack Whiting, vice chairman; Robert 
J. Barrett and Bruce A.. Brown, finance 
chairmen; Edward L. Matyn, program; 
Harold A. Boadway, publicity; Dan S 
Holefca, Ben Schenck, Jr., and Fred 
Grainger, reception; Bob Clark, reserva- 
tions, Robert A. Guy, speakers, and Mrs. 
Willu C. Minghini, women’s division. 


1951 Meeting in Dallas 


The 1951 annual convention of the 
International A. & H. Association will 
be held in Dallas: The local association 
of that Texas city made a strong bid 
for the meeting a year ago in Cleveland 
and is now making plans for a Texas 
welcome to the association which will 
long be remembered. Tentative conven- 
tion dates are June 10-13. 


Leadership Forum 


* (Continued from Page 36) 


year’s meetings in advance. Mr. Stumpf 
also said considerable interest could be 
stimulated by putting the picture of the 
featured speaker on notices of meetings. 
He emphasized the importance of cour- 
teous treatment of out-of-town speakers 
and proper introductions. He cautioned 
that in introducing speakers to remem- 
ber that “you are not the main speaker.” 

Secretary Jones called for members 
of local associations to tell how dues 
were assessed in their own locals. It was 
revealed that some charge a straight 
$10 a year, others charge a straight $15 
a year, some assess company or agency 
members $20 for the initial membership 
and $5 for all other members. One asso- 
ciation charged a flat rate which in- 
cluded luncheons. 

The proceedings of the forum will 
be digested and mailed to all local asso- 
ciations for study. 
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Well, girls, we hope your July 4th 
holiday gave you that lift which seems 
to start the summer off for you with 
such a bang. We also hope all you boys 
returned to the job with all fingers, toes 
and limbs intact. In North Conway, N 
H., from which this is date-lined, there 
is little chance of firecracker injuries, 
as about all we find available each year, 
are sparklers, and the “baby” firecracker 
stuff which would barely blow a whisker 
off a mosquito—if we had mosquitos, 
which we don’t. 

oe, aa 

The big things up here revolve around 
a new Drive-In Theatre, which is about 
the biggest modern improvement we’ve 
noticed in the vicinity for some years. 

her ane 


A week or so ago, Winchell—in whom 
we are not the least bit interested— 
ran an item mentioning two initials after 
which he said something to the effect 
that these were the initials of a spy 
“whose arrest is a matter of editions.” 
Didn’t he mean to say “whose arrest is 
a matter of seditions ?” 

x OK 

Charles C. Condos Life of Canada) 
Johnson writes: “This is as good a time 
as any to tell you of the minister of the 
Old Kirk who asked a fisherman if he 
knew the first Commandment. “Aye, but 
that’s a teaser,” said the fisherman. 
“Well, do you know the second?” “Ye’ve 
got me again,” replied the fisherman, 
“But tell me this, how many hooks are 
on my fishing line?” The minister could 
not answer. “Well, minister,” said the 
fisherman, “it’s like this: every man tae 
his own trade.” 

* * Ox 

One of the nicest letters we have re- 
cently received, was one from Mil (Vice 
President, Continental Casualty in Chi- 
cago) Smith, thanking us for mentioning 
that company during our “Voice of 
America” broadcast about a month ago. 
As we told him when replying, we felt 





Six Fire Companies Elected 


National Bureau Members 


The National Bureau of Casualty Un- 
derwriters has boosted its membership 
to 68 companies in the past month by 
election of Citizens of New Jersey, Hart- 
ford Fire, New York Underwriters, 
Northwestern Fire & Marine and Twin 
City Fire, all of which are affiliated with 
the Hartford Accident & Indemnity, a 
present bureau member. At the same 
time, the Springfield Fire & Marine, 
affiliated with New England Casualty, 
already a member, has been elected to 
membership as of July 1. 

The newly elected companies have 
qualified to write casualty insurance un- 
der the underwriting powers extended 
by multiple line legislation. 


F. & D. Promotions 


(Continued from Page 29) 





capacity ever since. A native of Denton, 
Md. he is a graduate of Dickinson 
College. 

Mr. Hopkins has been associated with 
the F. & D. and its affiliate since 1935 
in the dual capacities of security analyst 
and assistant to the treasurer. He is a 
graduate of Johns Hopkins University 
and the University of Maryland Law 
School, is a member of the Maryland 
bar and recently completed a term of 
office as president of the Baltimore 
Junior Association of Commerce. 

Miss Shaw, whose election as assistant 
secretary in February, 1948 made her 
one of the first two women to become 
junior officers of the F. & D., handles 
much of the accounting and secretarial 
work in connection with the company’s 
pension program. She has been asso- 

ciated with the company since 1919, 


the organization was well entitled to the 
plug, for the Continental is certainly not 
afraid to do things which are out of the 
ordinary. Take a bow, boys. 

Ae <4 


Mix the love letters of a wise man and 
a darned fool together, and you can’t tell 
which is which. 
—MERVIN L. LANE. 


HARNED SUCCEEDS 'IENRY 
Named Travelers Manager for Fidelity- 
Surety Lines at 80 John Street 
Branch in New York 


Donald F. Harned has been ap- 
pointed manager of fidelity and surety 
lines at the 80 John Street, New York 
branch office of the Travelers. He suc- 
ceeds the late James R. Henry. Mr. 
Harned has been assistant manager since 
his affiliation with Travelers in 1940. 
Prior to joining the company, he was 
associated with the Metropolitan Casu- 
alty, National Surety Corp., and the 
Maryland Casualty. 


Simplified Symbol Plan 
Adopted by Mich. Cos. 


The Michigan Bureau of Casualty 
Companies has adopted a simplified sym- 
bol for rating automobile collision and 
auto F. & T. risks. Walter Bunyon, the 
bureau’s manager, says the new schedule 
covering all makes of cars, takes but a 
single sheet of paper compared with 72 
pages under the former plan. The 
Michigan bureau now has 14 member 
carriers using its rate-making service. 
All are large automobile writers in the 
Michigan field and were formerly classed 
as “independents.” 





: 





Grain elevators at Kansas City, Kansas, 
the center of the nation’s grain industry. 


First in wheat, first in flour milling—agricultural 


development has long been the chief economic interest 





Kansas 











FIDELITY 


Aviation Insurance 


of flat, fertile Kansas. And underneath the surface 

of the sun-baked prairie, lies a wealth of “black gold” 
and the largest salt mines in the world. It is close 

to the top in cattle, too, with Kansas City 

second only to Chicago in slaughtering and meat- 


packing. Giving security to the outstanding developments 


of the Sun Flower State whose resources contribute 


so much to our American standard of living, we 


are continuously “Serving the Leaders.” 


UNITED STATES GUARANTEE COMPANY 


NEW YORK CITY 
SURETY 
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Indianapolis Civic Theatre Is 
Avocation of L. G.“Abie” Gordner 


Prominent Travelers Agent in His 4th Term as President of 
Oldest Community Theatre in Country; Identified 
W ith Show Business Since High School Days 


By C. NorMan GREEN 
A. &@ H. Manager, Hoosier Casualty Co. 


LeRoy G. “Abie” Gordner, one of the 
leading agents of the Travelers Insur- 
ance Co., in Indianapolis for casualty 
lines, is distinguished not only because 
of his long-time success as an insurance 
man but because he is president of the 
Indianapolis Civic Theatre, the oldest 
community theatre in the country from 
the standvoint of continuous existence. 
Now serving his fourth consecutive term 
in this capacity, Mr. Gordner is proud to 
have made such a significant contribu- 
tion to the civic and cultural life of his 
community. 

The Indianapolis Civic Theatre has 
achieved much national recognition but 
nothing was more encouraging to Mr. 
Gordner than when a special type of 
Americanism award was given to his pet 
project early this year by the Indiana 
Foundation of Southern California. In 
its decision the Foundation said: 

“With one of the finest children’s divi- 
sions in the country, the Indianapolis 
Civic Theatre is an outstanding con- 
tribution to the community, a credit to 
the state of Indiana and is nationally 
recognized for its achievements.” 

A Booking Agent at Age 16 

Abie Gordner has been identified with 
show business since his graduation from 
high school in 1915 when he associated 
himself with the W. L. Radcliffe attrac- 
tions in the fie'd of Lyceum and Chau- 
tauqua entertainment. Mr. Gordner 








Norman Green, the Author, 
Has Acted in 50 Plays 


C. Norman Green, who prepared this 
personality sketch of L. G. Gordner, has 
been connected with the Indianapolis 
Civic Theatre since 1921 when it was 
known as the Little Theatre Society of 
Indianapolis, and his activity has been 
fairly continuous ever since that time. 
He has acted in about 50 plays, the latest 
“Edward, My Son” in which he 
played the Robert Morley role. The 
theatre’s records, in fact, show that he 
has appeared in more of the Civic Thea- 
tre’s productions than any other male 
actor now or formerly associated with 
it. On two occasions he directed the 
productions due to the regular director’s 
absence on account of sickness. 

A few years ago Mr. Green helped to 
organize and served as president of the 
Actors and Workers Guild, out of which 
grew the present Civic Theatre Work- 
shop in Indianapolis, a division of the 
Civic Theatre. In connection with its 
program of activity Mr. Green taught 
classes in acting and lectured on various 
phases of theatre work. He has also 
served for several years on the board of 


being 








directors of the Indianapolis Civic 
Theatre. 

acted as booking agent and advance 
agent for numerous attractions includ- 
ing the United States Marine band, 
Mme. Ernestine Schumann-Heink, Vic- 
tor Herbert’s orchestra and a_piano- 


monologist named Gene Lockhart, now 
a top-ranking picture actor and stage 
star, recently seen in the New York hit, 
“Death of a Salesman.” 

The young impressario paid his way 


through George Washington University 
with his earnings as a “booker” for the 
W. 1. Radcliffe organization and devel- 
oped a strong liking for show business 
to the extent that it is his major diver- 
sion from the business of insurance in 
which he has won more than ordinary 
success. 

Furthering his education, he attended 
Purdue University where he received his 
“sheepskin” in the School of Agricul- 
ture, the extension department of which 
he represented for three years. 
Acquired “Abie” Nickname in the Navy 

During World War I Mr. Gordner 
was stationed with the United States 
Navy at Great Lakes where again his 
liking for the field of entertainment was 
evidenced by participation in a “sailor 
quartette.” It was at Great Lakes that 
he acquired the nickname “Abie” which 
he still features in his unique insurance 
advertisements so well known to In- 
dianapolis residents. The naval station 
published the “Great Lakes Bulletin” of 
which he was distributor and young 
Gordner found himself dubbed “Abie, 
the Agent” by his shipmates, after the 
central character of the comic strip cur- 
rent at that time. 

Prior to his association with the Trav- 
elers Insurance Co., Abie worked for 
three years as a field man for the In- 
diana State Chamber of Commerce. 
Then began his present business career 
with the Travelers wh'ch added up to 25 
years as of March 1, 1950. 

As president of the Indianapolis Civic 
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LEROY G. GORDNER 
Theatre Mr. Gordner has had much to 
do with the distinguished record of the 
theatre which is presently undergoing 
extensive enlargement and improve- 
ment as the Booth Tarkington Memorial 
Theatre as a result of a building fund 
campaign for $185,000. 
Has Turned Deficit Into a Profit 
During Mr. Gordner’s connection with 
the theatre as director, treasurer and 
president, a customary annual operating 
deficit has been replaced by an annual 
profit of c'ose to $4,000; the $19,000 
mortgage has been reduced to $9,000; 
$80,000 of the building fund has been 
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raised, and the annual subscription list 
of about 1,000 members has grown: to 
a necessarily limited subscription list of 
2,200. 

When the enlargement program is 
completed the Civic Theatre will be 
dedicated to the late Booth Tarkington 
whose widow has given wholehearted 
approval and consent “for the honor paid 
to my husband’s memory in giving his 
name to the proposed new _ building.” 
When the complete goal is achieved, the 
seating capacity of the theatre will be 
450 instead of the present 320. Thus 
4,500 will be able to see each play in- 
stead of the present 3,200. Junior audi- 
ences will grow from 1,300 to 1,800 in 
four performances. There will be a new 
stage, new dressing rooms, better rest 
room facilities and better ventilation so 
that the building will be usable all year 
‘round and more comfortable at all 
times. 

Coincidentally, the producing director 
of the theatre, Jack Hatfield, is a native 
~ a. Gordner’s home town, Boonville, 
nd. 

His Other Civic Interests 

Mr. Gordner’s interests include his 
charming wife, two girls and one boy, 
his work for the Community Fund as a 
member of the budget committee, the 
activity of his church which he serves 
as an elder, in addition to which he is 
on the Board of Mayer Chapel, the 
“neighborhood house,” sponsored by his 
church, the Second Presbyterian Church, 
historically distinguished by the fact 
that its minister at one time was Henry 
Ward Beecher. Mr. Gordner also 
serves as president of the Board of 
Trustees of the Westminster Founda- 
tion, the student church at Purdue Uni- 
versity and is secretary of the Indiana- 
polis Theatre Association which pro- 
duces outdoor operas and concerts 
known as Starlight Musicals during the 
summer months. He is a member of the 
Acacia Fraternity and Theta Delta Chi. 





Comp. Rates Reduced in Pa. 
By State-wide Average, 7.4% 


Insurance Commissioner Artemas C. 
Leslie of Pennsylvania, has approved a 
state-wide reduction in workmen’s com- 
pensation rates as proposed to him by 
the Pennsylvania Compensation Rating 
& Inspection Bureau. The new rates, 
which represent an average 7.4% re- 
duction, will apply to all workmen’s 
compensation policies, excluding coal 
mine, which became effective in the 
state on and after June 30, 1950. 

The average reduction for classifica- 
tions in the manufacturing and utilities 
group will be 8.5%; for those in the 
contracting and quarrying group 14.3%, 
and for those in the other industries 
group 1.3%. The rates for 121 classifica- 
tions will be reduced, 35 will be in- 
creased, and 29 will remain the same. 

It is estimated that this reduction in 
rates will result in savings of approxi- 
mately $2,500,000 to Pennsylvania em- 
ployers. 


MORRISSEY IN TURKEY 

George E. Morrissey, insurance chief 
in Washington, D. C. of the U. S. Army 
Engineers Corps and insurance con- 
sultant to the United Nations, is on an 
important three weeks’ trip abroad. 
After a stop-off in London he will go 
to Istanbul and Ankra in Turkey and 
will arrange while there for insurance 
protection on military projects in con- 
nection with the U. S. military aid pro- 
gram for Europe. 
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Employers service reflects 
the composite experience of 
hundreds of able underwrit- 
ers throughout America — a 
typically democratic process 
whereby the “know-how” is 
shared for the benefit of the 
whole field. 
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J. B. ROBERTSON, President 
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E. A. Bantel Wins Recognition in 


Purchasing Agents Association 


The recent election of Edward A. 
Bantel of the National Bureau of Casu- 
alty Underwriters to be vice president 
of the Purchasing Agents Association 
of New York in which he has been ac- 
tive for the past 28 years, has attracted 
favorable attention to the major job 
which Mr. Bantel has been doing as 
supervisor of the bureau’s purchasing 
and supply activities. 

Mr. Bantel joined the National Bureau 
in 1914 shortly after it was organized. 
Two years later because of its expanding 
activity a central purchasing department 
was established and he was assigned to 
the job of familiarizing an appointed 
purchasing agent with the technical 
aspects of a large number of rating 
forms, rate manuals and the general 
needs of casualty insurance companies. 
Mr. Bantel handled this assignment so 
efficiently that he was appointed the 
bureau’s purchasing agent in the latter 
part of 1916. And since 1932 he has had 
the additional responsibility of being the 
bureau’s office manager in charge of 
personnel. 

Through the years the bureau’s pur- 
chasing and supply operations have 
shown a tremendous increase. Keeping 
pace with changing conditions in the 
casualty insurance business, Mr. Bantel 
has kept his department continuously on 
the alert and at no time has he been 
unprepared for the heavy loads of work 
which it has been required to handle 
—and speedily. 

Filled 48,272 Company Orders in 1949 

Some idea of the demands for mate- 
rials used by the bureau’s members and 
subscribers can be derived from the fact 
that in 1949 the purchasing and supply 
department filled a total of 48,272 com- 
pany orders and distributed to the field 
approximately 70 million reprint leaves 
to the casualty manuals under the juris- 
diction of the bureau. In addition, there 
were 76,953 manuals sent during the past 
year to insurance producers. 
~ Indicative of the huge task involved 
to keep manuals in the field up to date, 
the revision last April 17 of the general 
liability manual involved a total of 46 
tons of paper. 

Under Mr. Bantel’s direction the bu- 
reau’s purchasing and supply department 





Conway Studios 


EDWARD A. BANTEL 


maintains and supervises the central dis- 
tribution of six casualty insurance man- 
uals. Its mailing list now contains 160,- 
000 insurance producers, representing a 
total of 157 participating companies. 

Widely Known in Purchasing Field 

In his 28 years as a member of the 
Purchasing Agents Association of New 
York Mr. Bantel has headed various 
important committees both in this or- 
ganization and in the National Associa- 
tion of Purchasing Agents. He was “on 
the job” when the New York association 
in 1935 entertained the convention here 
of the National Association and carried 
a heavy load of responsibility in this 
connection. From 1938 to 1941 he served 
on the executive committee of the New 
York association. His willingness to 
give generously of his time and thought 
to the execution of constructive projects 
in the purchasing field has made him 
one of its most highly regarded execu- 
tives throughout the country. 





Royal-Liverpool Group 
Makes A. & H. Changes 


Ray Smith, formerly superintendent of 
the Royal-Liverpool Group’s accident 
and health department, has been named 
superintendent of production for these 
lines. He will devote full time to pro- 
duction in the east, south and west. 

Succeeding Mr. Smith as superin- 
tendent of the accident and health de- 
partment is Peter J. Burns who has 
been acting superintendent. Hugh Clark- 
son has been appointed assistant super- 
intendent. 

Following previous experience with 
the Travelers, Mr. Smith joined Royal- 
Liverpool in 1928 in the accident and 
health department. In 1943 he was made 
Superintendent of that department. 
Since 1948 he has devoted most of his 
time to production. During World War 
I he served with the U. S. Navy. 

Mr. Burns, a native of Edgewater, N. 
J., started with Royal-Liverpool in the 
accident and health department in 1929, 
and was named its acting superintendent 
in 1949. Chairman of the Bureau 
of Accident & Health Underwriters’ 
committee on statutory disability insur- 
ance, he is considered an expert on New 
York’s Disability Benefits Law. 

Mr. Clarkson joined the organization 
in 1937. Following six years of military 
service during the war, he was trans- 
ferred to the New York office in 1947. 
Since that time he has held positions 
in the inland marine, burglary and acci- 
dent and health departments. 


Irvine Succeeds Eglof 
Lewis V. Irvine has been promoted by 
the Travelers to be supervisor of agency 
field service for casualty, fidelity, surety, 
fire and marine lines. He succeeds John 
H. Eglof who has just retired. 














BOND CLAIM MAN NEEDED 


Large Bonding company wants experienced bond claim man for supervision. of 
fidelity and surety claims throughout the Middle West. State age, background, de- 
tailed experience, salary requirements. Replies held confidential. 


Address Box 1950, The Eastern Underwriter, 41 Maiden Lane, New York 7, N. Y. 











PROMOTION FOR D. C. DORNEY 





Maryland Casualty Selects Him as Casu- 
alty V. P. Succeeding Nickerson; 
Has Outstanding Record 


Duke C. Dorney, Jr., resident vice 
president in charge of the Boston office 
of Maryland Casualty will be trans- 
ferred to the home office in Baltimore 


DUKE C. DORNEY, JR. 


on September 1 as vice president in 
charge of casualty operations. Mr. 
Dorney succeeds the late Arthur B. 
Nickerson, who died on June 11. 

A graduate of Baltimore City College, 
Mr. Dorney attended Washington & 
Lee University. He came with the Mary- 
land in 1920, being employed in the com- 
pensation and liability department at the 
home office. 

He was sent to the New York office 
in 1926 and made an outstanding record 
as manager of an underwriting depart- 
ment. In 1936 he was appointed resident 
manager of the company’s Boston office. 
Less than a year later he was named 
resident vice president. 

Mr. Dorney has had wide experience 
in all phases of the company’s opera- 
tions. 
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Committee Reports 
(Continued from Page 38) 


chairman of this committee. He was 
glad to say that in the past year sev- 
eral local associations instituted deter- 
mined programs which led to better re- 
lations between their associations and, 
in turn, the local agent, and the hos- 
pitals in the community. 

Referring to hospital admissions pro- 
grams Mr. William said: “We have re- 
ceived several inquiries from various lo- 
cal associations throughout the country 
requesting information on the mechanics 
of such a program. Each local com- 
munity deserves a special pattern, and 
though there is a general program 
which may be followed, there are many 
approaches because there are situations 
in some communities which are not 
found in others. Generally we have 
pointed out that the first thing to do is 
to get acquainted with the local hospital 
administrators and officials. Many as- 
sociations have invited the hospital 
representatives as guests at one of the. 
association’s monthly meetings, and in 
this manner have created a much friend- 
lier feeling and have done a great deal 
of goodwill building. 

“There is one word of caution which should 
be mentioned. The hospital admission programs 
receiving so much of the publicity in the in- 
surance press are concerned only with Group 
insurance. This was purposeful, because it was 
believed that the administrative practices found 
in group servicing provided a greater ease in 
establishing some sort of a program in a rela- 
tively short time. 

“The problem of individual hospital policies 
resolves into many more difficult problems— 
solutions which we are endeavoring to find. As 
you know, claims on most individual policies 
are paid from either branch offices or the home 
offices, and the records on the policies are not, 
in many cases, in close proximity to the hos- 
pitals for easy verification of benefits. Another 
bothersome problem from the hospitals’ point of 
view is great variety of contracts sold as well 
as the pre-existing disease clauses in some 
policies. 

“All of this means that a great deal of mis- 
sionary work must be done before an effective 
relationship on 2 high plane can be accomplished. 
Let me not sound pessimistic. It can be done, 
as evidenced in several localities, but consid- 
erable more has to be done. 


Constitution and Amendments 


Wesley J. A. Jones, executive secre- 
tary of the association, in reporting as 
chairman of the constitution and amend- 
ments committee, said that there are no 
specific recommendations for constitu- 
tional revision at this time. The Interna- 
tional’s constitution, he said, was re- 
vised at the 1949 conventon and it was 
felt that it would be preferable to test 
its workability over a longer period than 
one year. One suggestion received, how- 
ever, was that the committee study new 
methods for nominations of officers. 
This study will be made, he indicated. 

Mr. Jones commended the officers and 
executive board for a practice instituted 
prior to last week’s convention with re- 
spect to selection of new executive board 
members. Local and state associations 
were requested to study potential candi- 
dates and make a recommendation and 
endorsement to the International’s ex- 
ecutive board of a single candidate for 
nomination from regional areas. “This 
has been done with unusually fine suc- 
cess,” Mr. Jones said. He hoped that 
this practice will be continued in sub- 
sequent years. 





I. W. ROBERTSON PROMOTED 

Ian W. Robertson has been promoted 
by the Royal-Liverpool Group to be 
assistant manager of its home office 
compensation and liability department, 
succeeding A. F. Seelig, resigned. 

Mr. Robertson started with the or- 
ganization in 1932, and was transferred 
to the New York office in 1947. He has 
served successively in the automobile, 
brokerage and compensation and _lia- 
bility departments. 
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BEAMED ACROSS THE WORLD! 


O MATTER what the insurance needs of your clients 
with interests abroad may be—you can fill them 
quickly and easily, right here at home! 


Through the 26 outstanding companies affiliated 
with American Foreign Insurance Association—through 
any one of them—you can cover personnel, property, 
raw materials and finished goods with practically every 
kind of insurance except life. 


All the familiar types of insurance—Fire, with Ex- 
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tended Coverages, Lightning, Theft, Liability of all 
kinds, Workmen’s Compensation—are yours to apply 
... through the international facilities that are at your 


service through AFIA. 
Yes, you can beam “HOME-TOWN” PROTECTION 


straight across the world! Simply furnish the usual, 
domestic risk-information to AFIA. Its expert staff 
will swing into action and follow through. Gain your 


first home-town, FOREIGN premium NOW! 


AMERICAN FOREIGN INSURANCE ASSOCIATION 


80 MAIDEN LANE 


CHICAGO OFFICE: INSURANCE EXCHANGE BUILDING, 175 WEST JACKSON BLVD., CHICAGO 4, ILLINOIS 
SAN FRANCISCO OFFICE: MILLS BUILDING, 220 MONTGOMERY STREET, SAN FRANCISCO 4, CALIFORNIA 


* NEW YORK 7, NEW YORK 
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“PALS - - - 


_ When a boy goes fishing, he needs the right sort of pal 
___ with him. Today's sportsman and the modern vacationist 

; need Comprehensive Personal Liability and a good Acci- 
| dent Policy. LOYALTY GROUP agents are equipped to 
| 





insure carefree vacations for their clients 











FIREMEN'S INSURANCE COMPANY OF NEWARK, NEW JERSEY 








The Girard Fire & Marine Insurance Company The Concordia Fire Insurance Co. of Milwaukee 
National-Ben Franklin Fire Insurance Company Royal General Ins. Co. of Canada 
iO xia Pittsburgh Underwriters @ Keystone Underwriters The Metropolitan Casualty Ins. Co. of N. Y. 
” Milwaukee Mechanics’ Insurance Company Commercial Casualty Insurance Company 
4 K . ’ 
Home Office TEN PARK PLACE, NEWARK 1, NEW JERSEY anne! dies 


Western Department: 120 South LaSalle Street, Chicago 3, Ill. 
Pacific Department: 220 Bush Street, San Francisco 6, Calif. 
Southwestern Department: 912 Commerce St., Dallas 2, Tex. 
Foreign Departments: 102 Maiden Lane, New York 5, New York 
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206 Sansome St., San Francisco 4, Calif. 





Canadian Departments: 465 Bay Street, Toronto 2, Ontario 
535 Homer Street, Vancouver, B. C. 
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